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SELLING POINT 


.. today, as always, is friendly, efficient SERVICE. 








It’s true... we're not as large as many... yet can 
you judge on size alone? 
We honestly strive to measure our stake in the 


kind of a job we do. And biggest and best... 
molding profits plus... are our gains in friend- 
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ly service. 
Thanks to our Field Force, gains have 
become a Union Mutual custom! 
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A CENTURY OF SERVICE AND PROGRESS 
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Where did Stan Sheffield Get that Five Course” Appetite? 


STAN’S BEEN A CHARTER MEMBER Of the Lick-the- 
Platter-Clean Club for the past twenty-five years. 

The fact is that Stan devotes so much time to re- 
lieving other folks of their worries that he has no 
time to worry about himself. A fellow who spends 
his days like that—who’s fortified with the knowl- 
edge that his job benefits not only himself, but his 
entire community naturally has more zest for living 
...and the hearty appetite that goes with it. 

Just this past year, for instance, Stan saw three 
elderly couples retire to the dignity of independent 
old age — on the Equitable Society Retirement Plans 





uisten ro “THIS 1S YOUR FBI” 


..- Official crime-prevention broadeasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 

















he sold them years ago. Today, after a quarter of a 
century as an Equitable representative, he’s reaping 
a rich harvest of gratitude from hundreds of policy 
holders and beneficiaries. 

Yes, Stan Sheffield’s work as an Equitable Society 
representative is more than just a “job” —it’s a good 
way of life. He enjoys his meals because he knows 
that he is doing his bit to make the world a better 
place to live in. He takes a deep satisfaction in his 
work...in the respect that is his as a member of a 
highly regarded profession and as a representative 
of an institution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President-393 Seventh Avenue, New York I, N.Y. 
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Thore for Prompt 
Revisions fo Get 
Marital Deduction 


L.A. General Counsel 
Says Action Needn’t Wait 
on Treasury Regulations 


SEATTLE—While many erudite stu- 
dents of the law will refrain from advis- 
ing policyholders of their estate tax mar- 
ital deduction rights pending issuance of 
Treasury regulations, except for those 
most obviously within the law, never- 
theless as a practical matter the requests 
of the thousands of policyholders whose 
insurance estates need revision in order 
to qualify for the marital deduction 
should not be deferred, said Eugene M. 
Thoré, general counsel Life Insurance 
Assn. of America, at the annual meeting 
of the American Bar Assn. here. 

Reasonably safe solutions can and 
should be recommended by counsel and 
accepted by insurers, he said. On the 
other hand he warned that the apparent 
attractiveness of the marital deduction 
should not engross attention to the ex- 
tent that the factor of safety in estate 
plans is reduced to achieve doubtful es- 
tate tax relief nor should such a degree of 
caution be exercised that reasonably 
sound tax planning will be delayed. 


Analyzes Uncertain Points 


After giving a factual description of 
the 1948 revenue act and its amendment, 
Mr. Thoré dealt with a number of the 
law’s points that have troubled life in- 
surance men because of their lack of 
clarity. He also discussed life company 
practices in connection with the new 
law. 

Mr. Thoré said the life companies ap- 
| pear to be unanimous in refusing re- 

quests which permit the surviving 

spouse to exercise a power of appoint- 
; ment by will. This practice has been 
discouraged by insurers because it might 
destroy one of the paramount character- 
istics of the life insurance contract, the 
prompt payment of claims. Moreover, 
a life insurance contract is not consid- 
ered to be testamentary in character, and 
hence should not be made to depend on 
the provisions of the insured’s will. If 
the insurer must look to the decedent’s 
will before making settlements, pro- 
tracted and perhaps costly delays would 
arise and the contractual certainty of the 
insurance policy impaired. Such a prac- 
tite would create a conflict with the 
usual contract terms which require ben- 
eficiary changes to be made in writing 
and filed with the company during the 
lifetime of the individual who enjoys 
the right. 


Fear Plan May Be Invalid 


Many insurers will not make an 
agreement with an insured or owner of 
a policy under which a designated ben- 
ehclary is given power to appoint pay- 
ees to take any remainder upon the 
death of such beneficiary, he said. Some 
fear that such an arrangement may be 
valid. Others feel that insurance con- 
tracts should be rigid, and that the in- 
sured should not leave the disposition of 
remainders to the discretion of his ben- 
eficiary. The chief exception to this 
restrictive philosophy is the popular 
Practice whereby insurers will make an 
agreement with the policyholder pro- 

(CONTINUED ON PAGE 17) 
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Million Dollar Round 
Table at New Peak: 829 


There are 829 qualifiers for this year’s 
Million Dollar Round Table, a new rec- 
ord that exceeds by 103 the peak num- 
ber of 726 who qualified last year, ac- 
cording to Chairman Paul H. Dunna- 
van, Canada Life, Minneapolis. 

A record attendance is expected at 
the meeting, which opens Sept. 18, at 
French Lick Springs hotel, French Lick, 
Ind., following the National Assn, of 
Life Underwriters’ convention at St. 
Louis. : : ee 

The list of 829 includes 410 qualifying 
members, 117 life members, and 302 life 
and qualifying. i : 

The way in which the membership 
has grown can be seen by comparing 
it not only with last year’s figure of 
726 but even more strikingly by com- 
parison with the 1946 figure of 525 and 
the 1945 membership of 468. _ Hi 

Listed below are those in the “life 
and qualifying, repeating” category. 
Other qualifiers will be printed in a 
later issue. 

Life and Qualifying—Repeating 

Alberts, M. Lee, Equitable Society, Chi- 
cago; Allison, Edward L., N. W. Mutual, 
Tulsa; Andrews, E. Frank,. Jefferson 
Standard, Greensboro; Anthony, Raymond 
B., Equitable Society, Chicago; Auslan- 
der, Daniel, Mass. Mutual, New York; 
Austin, Marsden, N. Y. Life, Chickasha, 
Okla.; Bagley, Roswell P., N. W. Mutual, 
Buffalo; Baker, Harry J., Bankers Na- 
tional, Boston; Balser, Meyer L., Mass. 
Mutual, Atlanta; Banks, Paul B., United 
Benefit, Philadelphia; Barr, Jacques, 
Mutual Life, Chicago; Bearden, G. Nolan, 
New England Mutual, Los Angeles; Beit- 
man, Myron H., Independent, Harrisburg; 
Bernbaum, Sanford M., Penn Mutual, 
Seattle; Bienstock, Nathan S., Mass. 
Mutual, New York; Bigger, Morton, 
Southwestern, Dallas; Borchardt, Stanley 

» N. W. Mutual, New York; Bordlee, 
Paul, Prudential, New Orleans; Bouck, 
Thomas John Hancock, Akron; 
Breyer, Jerome M., Penn Mutual, San 
Francisco; Brigham, Daniel M., We 
Mutual, Los Angeles; Brilliande, Robert 
H. S., Franklin, Honolulu; Brinton, Reed 
W., N. Y. Life, Salt Lake City; Brooks, 
Robert W., New England Mutual, Erie, 
Pa.; Brooks, W. Lester, Jefferson Stand- 
ard, Charlotte, N. C.; Brown, John Wel- 
burn, Mutual Benefit Life, Louisville; 
Bunting, Lloyd H., Equitable Society, 
New York; Burgheim, Nathan H., N. W. 
Mutual, St. Louis; Burroughs, Robert P., 
National of Vermont, Manchester, N. H.; 
Burtis, Guy S., Conn. General, Chicago; 
Byrnes, George B, Equitable Society, 
Pasadena. 

Campbell, Richard W., Fidelity Mutual, 
Altoona; Caputi, Nicholas G., Fidelity 
Mutual, Providence; Carlin, Oscar E., 
John Hancock, Columbus, O.; Carpenter, 
Thomas . N. W. Mutual, New York; 
Charlap, Harold M., Sun Life of Canada, 
Philadelphia; Ching, Quan Lun, Pruden- 
tial, Honolulu; Clark, Warren E., N. W. 
Mutual, Milwaukee; Clayton, John E., 
Mass. Mutual, Newark; Cluthe, Herbert 
F., N. W. Mutual, Newark; Cohen, Ithiel 
A., Reliance, Pittsburgh; Collins, Erle L., 
N. Y. Life, San Francisco; Comer, James 
T., Jefferson Standard, Gastonia, N. C.; 
Cook, Paul W., Mutual Benefit, Chicago; 
Costello, John P., Southwestern, Dallas; 
Currie, J. Welldon, N. E. Mut. & ut. 
Benefit, New York; Davidson, William D., 
Equitable Society, Chicago; Davies, Ed- 
win G., Manufacturers, Los_ Angeles; 
Davies, Robert A., N. Y. Life, San Fran- 
cisco; Denman, R. Earl, Pacific Mutual, 
Cincinnati; Dozier, R. W., Mass. Mutual, 
Oklahoma City; Duax, Leo F., Equitable 
Society, Eau Chaire, Wis.; Dunnavan, 
Paul H., Canada Life, Minneapolis; Dur- 
ant, Merton, Canada Life, Toronto; Duval, 
Herman, N. W. Mutual New York. 

Earley, Ernest H., N. W. Mutual, New 
York; Earls, William T., Conn. Mutual, 
Cincinnati; Ebenstein, Arthur A., Union 
Central, Beverly Hills; Eisendrath, Julius 
M., Guardian, New York City; Engle, 
Frank M., N. W. Mutual, Tulsa; Erickson, 
Edwin R., John Hancock, Buffalo; Evans, 
Milo H., Mass. Mutual, Cleveland; Feld- 
man, Ben, N. Y. Life, East Liverpool, O.: 
Fields, Samuel W., Equitable Society, 
Philadelphia; Fitch, Jack, North Ameri- 
can, Montreal; Flaster, Irwin M., Penn 
Mutual, Newark; Fluegelman, David B., 
N. W. Mutual, New York; Frank, Louis, 

New York; Freed, ee, 
N. ¥. Life, New York; Freudberg, Leopold 
V., Mass. Mutual, Washington; Gaumer, 
Alfred E., California-Western States, Red 
Bluff, Cal.; Gheen, Bruce I., Mutual Bene- 
fit, Cleveland; Gillman, Adolph E., N. W. 
Mutual, Baltimore; Glasser, Joshua B., 


Continental Assurance, Chicago; Golden, 
E = v . Life, San Francisco; 
Goldman, Howard D., N. W. Mutual Rich- 
mond; Goldsmith, Robert H., Provident 
Mutual, New York; Goldstein, Meyer M., 
Conn. Mutual, New York; Goodwin, Russ 
H., Northern, Seattle; Gordy, Charles K., 
Fidelity Mutual, New Haven; Gruendel, 
George H., independent, Chicago. 

Haas, Herman V., National of Vermont, 
Cleveland; Hammer, John te ass. 
Mutual, Tampa; Hardy, William B., New 
England Mutual, Cincinnati; Harrison, 
Richard A., Franklin, Sacramento; Hayes, 
Sadler, Penn Mutual, New York; Hayes, 
W. Alfred, independent, St. Louis; Hays, 
Henry W., Mass. Mutual, Rochester; 
Hazard, Paul A., Jr., New England 
Mutual, Chicago; Hewitt, Edwin S., inde- 
pendent, Chicago; Hiller, Walter N., Penn 
Mutual, Chicago; Hirsch, Robert M., 
Great-West, Chicago; Hirschfeld, Isidor, 
New England Mutual, New York; Hoel- 
scher, Edward C., Jr., N. W. Mutual, Chi- 
cago; Hollman, Gerald A., American 
National, Norman, Okla.; Horn, Harold 
G., Business Men’s Assurance, Portland, 
Ore.; Hunt, H. Grice, Provident Life & 
Accident, Greenville, S. +; Hyman, 
Emanuel A., Mutual Life, Baltimore. 

Jackson, Royse W., Mass. Mutual, De- 
troit.; Jacobsen, Owen P., New England 
Mutual, New_York; Jaffe, Bernard, Penn 
Mutual, San Francisco; Josephs, Josef E., 


N. Y. Life, Charlotte, N. C.; Kanarish, 
Isaac M., N. Y. Life, Chicago; Katz, 
Richard J., Mass. Mutual, Rochester; 


Kaufman, Nate, Indianapolis, Shelbyville, 
Ind.; Keehner, Charles G., Mass. Mutual, 
Oakland: Kellam, John J., National of 


(CONTINUED ON PAGE 20) 


NLRB Dragged abe . 
N.A.L.U. Politics 


Mrs. Nola Patterson, Reliance Life, 
Atlanta, editor of “Life Insurance Rev- 
eille,” has sent to THE NATIONAL UNpDER- 
WRITER, the following item: 

“Charges of unfair labor practices 
have been filed with the national labor 
relations board against the Equitable 
Life Assurance Society in cannection 
with the alleged interference and coer- 
cion of Equitable agents by Mr. De 
Saussure D. Edmunds, Equitable man- 
ager at Birmingham, Ala., to prevent 
an organization meeting by agents of 
the Equitable. 

“Manager Edmunds is a candidate for 
the office of national trustee of the Na- 
tional Assn. of Life Underwirters in the 
election to be held in’ September in St. 
Louis.” 

Charges filed against Equitable al- 
lege that: “On or about Aug. 21, 
1948, the employer by its officers, agents 
or employes prevented the holding of a 
meeting of its employes for the purpose 
of collective bargaining or other mutual 
aid or protection.” 


EDMUNDS COMMENTS 


ATLANTA—Calling the charge false, 
Mr. Edmunds said: 

“My agency met to hold its annual 
educational conference Aug. 19 to Aug. 
22, 1948. During this period a person 
from another state appeared at the place 
of our meeting and attempted to have a 
meeting called by the agents, The Ala- 
bama agents refused to call such a meet- 
ing. Neither I nor any officer, agent 
or employe attempted to interfere with, 
restrain or prevent such a meeting. The 
purpose behind the charges is, I think, 
perfectly obvious.” 








Mrs. Patterson has been an active and 
at times stormy figure in Atlanta and 
N.A.L.U. politics. At last year’s con- 
vention she was frustrated in her at- 
tempt to get herself accepted as the na- 
tional committeeman from the Atlanta 
association. The Atlanta executive com- 
mittee endorsed her but the association 
later repudiated the action and also her 
endorsement for national trustee. 


Linton Warns On 
Common Sfocks for 
Life Companies 


Says Remedy Is Tax 
Reform to Release 
Private Venture Capital 


President M. A. Linton of Provident 
Mutual, in his talk before the company’s 


to p_ production 
club at Banff 
Springs, sounded 


a warning note on 
the ownership of 
common stocks by 
life companies. 

“Because life in- 
surance companies 
are permitted to 
own common 
stocks to a very 
limited extent only, 
voices are some- 
times raised to 
urge that the re- 
strictions be great- 
ly relaxed,” he said. “The subject is 
certainly worthy of study but there is 
grave doubt whether life insurance com- 
panies should be permitted to own com- 
mon stocks to any large extent. 

“The problems of being a partner in 
an industrial or commercial enterprise 
are quite di:ffeent from those of being 
in the position of a creditor. Life insur- 
ance policyholders can be more sure that 
their policies will accomplish what is in- 
tended if their funds are invested in sen- 
ior rather than junior securities. 


M. A. Linton 


Says Tax Reform Is Key 


“The solution of the venture capital 
problem lies in educating the country to 
the vital need for such capital and in 
adopting a taxation system that will per- 
mit its creation. Two errors do not right 
a mistake. To allow life insurance com- 
panies on a large scale to provide ven- 
ture capital and at the same time to re- 
tain unsound taxation measures would 
constitute two errors that should not be 
permitted. The remedy is in a sound 
taxation system.” 

Mr. Linton did not minimize the im- 
portance of the need for venture capital. 
In fact, he emphasized it, saying that 
without venture capital in the form of 
ownership of enterprise (common 
stocks) as contrasted with ownership of 
the debt of enterprise (bonds and mort- 
gages) the economic progress of a na- 
tion stagnates and in due course retro- 
gresses. 

“T have no doubt,” he said, “that a 
thoroughgoing analysis of the reasons 
for Great Britain’s present inefficient in- 
dustrial equipment would disclose that 
her sources of venture capital over the 
last generation had been severely cur- 
tailed by her heavy income taxes. If her 
industrial equipment were up to date 
and thoroughly efficient, her economic 
problems would not be so menacing: as 
they are at this moment. Communists 
fully understand the role of venture cap- 
ital and support steeply graded income 
taxes as one of the means of undermin- 
ing the capitalistic system and prepar- 
ing the ground for government owner- 
ship.” 

Discussing inflation, Mr. Linton said 
that some whose views are entitled to 
serious consideration believe that a pro- 
gram leading toward eventual restora- 
tion of the gold standard would greatly 
reduce the inflation hazard. 
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Buyer's Viewpoint 
Aired at Mutual 
Trust Life Meet 


The eastern department of Mutual 
Trust Life, at its regional convention at 
Saranac Lake, N. Y., heard Keith J. 
Bauder, one of the company’s largest 
policyholders, discuss “Insurance from 
the Buyer’s Viewpoint.” A. H. Neil, 
regional manager at New York City, 
welcomed the agents. 

Mr. Bauder, Fort Plain, N. Y., owner 
of the Bauder Gas & Electric Co., and 
executive secretary of the National 
Frozen Food Locker Assn., said that 
the average person wants information 
about insurance. This information 
should be acquired at an early age it 
a good insurance program is to be 
started. The agent should plan to edu- 
cate his public before they are in need 
of insurance, or at least before the 
need is recognized. The potential pur- 
chaser will be more interested in learn- 
ing about insurance if he feels the 
agent is not pressing for a sale. 

“The potential client may forget much 
of what the agent told him,” said Mr. 
Bauder, “but the prospect won't forget 
the agent or the agent’s company. He 
will come back when he thinks of in- 
surance.” 

Mr. Bauder commented that in selling 
the agent must give attention, praise, 
consideration, courtesy, concession, good 
nature, assurance, confidence, inspira- 
tion, service, friendship, gratitude, per- 
sonal presence, credit, and information 
All of these are free, costing the agent 
nothing but effort. 

He also spoke about the four “izes’ 
of business and recommended that they 
be used as a success guide. They are: 
analyze the market, organize facilities 
for contact, deputize specific jobs to 
people with the required ability to do 
those jobs, and supervise yourself ana 
others. 

Raymond Olson, president of Mutual 
Trust Life, gave a presentation of the 
new contract for agents which will go 
into effect Jan. 1, 1949. George Wemyss, 
general agent, Arlington, Mass., spoke 
on juvenile insurance. A joint talk on 
business insurance was given by Arthur 
Boardman, field supervisor and Arthur 
Krekorian, supervisor at Boston. The 
topic of sales ideas was developed by 
R. L. Kelly, general agent at Westfield, 
N. J. 

Stacy Merchant, manager of the home 
office sales training school, outlined 
what the schools have done and what 
they expect to do. Package selling was 
discussed by the Attleboro, Mass., gen- 
eral agent, Charles Willis. Bernard 
Bergen, general agent, Brooklyn, N. Y., 
brought out the salient points in selling 
needs. Estate plans were given in black- 
board demonstration by Bernard M. 
Eiber, general agent at Brooklyn. Del- 
mar Olson, assistant vice-president, 
spoke on the new tax laws. 

Golf tournaments, baseball games, and 
boating filled the recreation time during 
the convention. 





Marsh Sets Another Record 


The J. D. Marsh agency of Lincoln 
National Life at Washington wrote 
$4,076,612 of life insurance during its 
August campaign, setting an all-time 
record for a single month’s business in 
any Lincoln National agency and sur- 
passing the $2,700,721 record set by the 
Marsh agency last March. Top man was 
Chan C. Mason, whose volume for the 
month was $1,212,555. 

The campaign was part of a four-way 
agency contest between the Washing- 
ton, Norfolk, Newark, and Baltimore 
agencies. The combined production of 
written business for these four agencies 
was over $7 million. A celebration mark- 
ing the successful termination of the 
campaign will be held at the estate of 
Roy Lanham, head of the Baltimore 
agency on Sept. 11. 





Continues Aid to 
Living Program 


Continuing its program on the family 
happiness theme, the Institute of Life 
Insurance is conducting a new cam- 
paign showing how typical American 
families are making progress towards 
greater family happiness and security 


_by displaying initiative and using in- 


telligently the opportunities open to 
them. 

By telling how specific families in 
many sections of the country are getting 
ahead despite rising living costs and 
other problems, the campaign will em- 
phasize that the opportunity for prog- 
ress is still open in this country to those 
families who are willing to put forth 


‘the effort in their jobs, and in their 


home and community _ relationships. 


“Under the title of “American Family 


Close-Up,” the campaign will present 
pictorial stories based on interviews 
with representative families in various 
parts of the country. 

The Institute will carry out the cam- 
paign under the signature, “The Life 
Insurance Companies and Their 
Agents.” Approximately 160 life insur- 
ance companies are participating in the 
campaign as a cooperative public service 
effort. The advertisements will appear 
regularly in 375 daily newspapers in 232 
cities with 36 million circulation and in 


leading farm magazines with more than’ 


6 million additional circulation. 





At the August meeting of the Fort 
Worth U., Dean Ellis M. Howell 
of Texas Christian Universitv ssoke on 
“The Place of Education for Fort 
Worth Underwriters both for Today 


and Tomorrow.” C. K. Holsapple, dean 
of the Texas Christian University night 
school, commented on the place of the 
evening school in the educational pro- 
gram at T. C. U. 


* 
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A UNIQUE POLICY 


In many respects, the policy you sell is identical to 
that sold by hundreds of other underwriters, but there is 
one additional ingredient that makes the policy you sell 
different from any other that your prospect can buy— 


your personal service. 


unique policy. 








The prospective buyer can choose from any of the 
large number of legal reserve life insurance companies 
in operation today—all of them good, many of them ex- 
cellent. But you have a unique policy—a better policy— 
a better buy than he can hope to find elsewhere, because 
you can give your prospect your personal services with 
the additional advantages of your policy. 


Show the prospect the monetary value of your serv- 
ices through the proper integration of his life insurance 
program, through his Social Security, through payments 
to beneficiaries, and the like. Prove that you have a 


Insurance in Foree—July 31, 1948—$370,353,111 


Reveals Changes in 
Insurance Holdings 


A survey of its 2,480,000 reading fam- 
ilies, just released by “American Maga- 
zine,” reveals significant changes during 
the past eight years in respect to the 
life insurance held or taken out by the 
middle-income group. Median family 
income is $3,850, and the average policy 
for men is $4,500, for women $1,900, 
and less than $1,000 for children. 

On children under 18 years, number 
of policies written jumped from 27.2% 
to 63.8%. The number of families in 
which some member owns a _ policy 
changed from 91.9% to 92.5%. 

There was a tremendous increase in 
total insurance carried by men—from 
$10,722 million to $18,621 million—even 
though the percentage jumped only 
from 84.6% to 86.3%. 

Only 13.7% of the men carry no life 
insurance while 36.4% of the women are 
without a policy and the gain in this 
respect represents only .1%. 





Inter-Ocean Honors Alpaugh 


Inter-Ocean Insurance has set aside 
September to honor President W. G. 
Alpaugh. The campaign features the 
western round-up motif. 

Mr. Alpaugh became president in 
1946 and had previously been vice- 
president and secretary since 1917. He 
entered the insurance business with 
inter-Ocean in 1912. He is a past presi- 
dent of H. & A. Underwriters Confer- 
ence and is now a member of the 
executive committee of- Insurance So- 
ciety of America and a vice-president of 
Insurance Federation of Ohio. 

Inter-Ocean entered the industrial life 
field a year ago and last January began 
accepting ordinary life business from 
its agency organization. To date, exclu- 
sive of life premiums, gross income is 
running about 20% ahead of 1947. 
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Not Enough Agents 
to Handle Group on 


Individual Basis 


ATLANTIC CITY—“If all the fife 
insurance now owned under group plans 
were to be written 
on an_ individual 
basis it would be 
impossible for the 
agency forces of 
America to get 
around fast enough 
to take care of the 
business,” Clarence 
W. . Wyatt, vice. 
president of John 
Hancock, told the 
John Hancock 
agency leaders 
meeting held here 
this week. 

“Group ig a 
streamlined method which keeps pace 
with the demand for life insurance, as 
no ordinary sales operation could and 
it has all the advantages of being man. 
aged by organizations experienced in life 
insurance practice and trained in the 
sense of equal responsibility to every 
policyholder large or small,” said Mr, 
Wyatt. “Modern protection plans have 
combined harmoniously the streamlining 


of mass production with the traditions 
of sound business management... . : 

“Not only do employers welcome the 
solution group insurance offers to their 
problems but employes first accepted 
and now demand consideration of its 
benefits. Pensions and insurance are 
taking their place on the collective bar- 
gaining agenda along with wages, work- 
ing conditions, production rates, senior- 
ity, vacations paid holidays and other 
matters.” 

Pointing out that last year 40% of all 
group claims on employed personnel 
were paid to families who had no other 
life insurance, Mr. Wyatt said, “Trans- 
late the millions of dollars in payments 
this represents into human terms and 
you can catch a vision of the great con- 
tribution employe protection plans are 
making to the wholesome continuance 
of the American way of life. The bene- 
ficiaries of these policies do not have 
to turn to a paternalistic government for 
help in their distress because this help 
has been provided by the breadwinner 
himself through voluntary participation 
in a plan conceived and developed by 
private enterprise and recognized and 
accepted by employe organizations as 
an instrument which permits a man to 
turn his own toil into security for his 
family; to retain his pride and his inde- 
pendence; to divorce his future fortunes 
from the turn of the wheel of politics or 
privilege.” 





Cc. W. Wyatt 


Many Are Serving on 
Local L.U.T.C. Committees 


In the 48 cities where Life Under- 
writer Training Council courses will 
be given this fall more than 275 field 
men and home office representatives 
from over 70 life companies are serving 
on local committees. Committees con- 
sist of nine persons each, six elected 
by the board of directors of the local 
association, two for one year terms, 
two for two year terms and two for 
three year terms; and the association’s 
educational chairman, its secretary, and 
its treasurer, who serve as ex-officio 
members. 


Has 97 in Million Club 


Pacific Mutual Life’s Million Dollar 
Club now has 97 members, 20 of. them 
having $2 million or more of insurance 
in force. Fred L. Hirsch of the Lem C 
Swinney agency, Dallas, tops the list 
with $7 million in force. 





Assistant Attorney-General Holifield 
of Kentucky has ruled that Kentucky 
cannot contribute to a retirement 1- 
surance plan for state workers. 
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600 Hancock 


Leaders 


Meet at Atlantic City 


Practical assistance in the form of 
three additions to the sales equipment 
of John Hancock agents and practical 
advice from top executives and sales 
leaders combined to make the conven- 
tion of John Hancock general agency 
leaders, held at Atlantic City this week 
4 rewarding three days for the over 600 
in attendance. : 

President Paul F. Clark described a 
new family income supplementary pro- 
yision which may be used to supple- 





Paul F. Clark J. H. White 
ment most regular John Hancock or- 
dinary policies including term to age 
65, issued on or after Sept. 1, 1947. 
Offered for periods of 15, 20 or 25 years, 
the extra premium is payable over the 
same period of years as the term period 
of the provisions. 

“Most outstanding feature of the new 
provision,” said President Clark, “is its 
flexibility, which will render it a ma- 
terial aid in programming. Proceeds of 
the basic sum insured may be paid in a 
lump sum, or distributed under any 
regular settlement option plan, thereby 





Keith Smith 


B. K. Elliott 


adding to the income from the family 
meome provision. The provision may 
be issued to pay $8.35, $10, $15 or $20 
a month and it will be considered for 
inclusion in, or addition to, policies is- 
sued with special premium class A, B, C, 
or D rating or with uniform extra 
ratings for occupation.” 

Vice-president Clyde F. Gay pre- 
sented new programming material which, 
as he described it,“will help to simplify 
and direct the programming formula for 
agents.” He also outlined the new home 
ofice direct mail activity, designed es- 
vecially for the use of general agencies 
as a result of field tests made in nine 
pilot agencies. 

Leaders for the convention year were 
J. Harold White of Los Angeles, in total 
volume and total premium, Keith 
smith of Kankakee in ordinary volume 
and number of lives and Martha H. 
Boott of Boston, leader of women. 

Featured on the program were an 
address by John M. Hancock, a member 
ot the United States delegation to the 
United Nations atomic energy commis- 
sion during 1946 and director of the 
John Hancock company, on the subject 
of international control of atomic en- 
‘gy, speech by Byron K. Elliott, ex- 
ecutive vice-president, on the revenue 
act of 1948, a thorough discussion of 
Present day underwriting by Vice-presi- 
dent Ross E, Moyer and an up-to-date 
report on trends in group insurance by 
ice-president Clarence W. Wyatt. 

Pening the sessions, Mr. Clark called 


XUM 


on his audience to “speak up for Amer- 
ica.” Said he: “You and I have no 
more important business before us at 
this time than to see to it that the 
United States of America continues to 
do business in the American way.” He 
drew a parallel between the importance 
of constantly re-selling the value of 
life insurance and the urgent necessity 
of constantly re-selling the American, 
way of life. “Being accustomed to its 
blessings,” he warned, “we are inclined 
to forget how dearly bought all our 
American privileges are. These are 
days when we need the re-selling of our 
own organizations, our policyholders 
and our neighbors on the accomplish- 
ments of this American way of life.” 

Pursuing Mr. Clark’s theme, Vice- 
president Clyde F. Gay outlined the 
progress of the life insurance idea and 
pointed out that while the need for 
financial security was felt by men for 
many centuries, the instrument of life 
insurance, giving shape and reality to 
man’s dreams and expectations, did not 
come into effective use until shortly 
before the founding of the John Han- 
cock 86 years ago. 

“Measured against the panorama of 
the centuries,” he said, “we are still an 
infant industry, the great effectiveness 
of which in preserving human values 
still needs to be sold and resold. Con- 
tinued emphasis on the story of life in- 
surance and its accomplishments is not 
repetitious. Just as we cannot repeat 
too often the basic truths about Amer- 
icanism, we cannot over-emphasize the 
blessings of life insurance—one of the 
most powerful devices for strengthen- 
ing the American spirit.” 

“Get over on the prospect’s side and 
help him make a decision,” William W. 
Wray of Charleston, W. Va., advised in 


his talk on the subject of closing. Mr. 
Wray pointed out that men hate to 
make any decision at all by themselves 
and so show no hesitancy in postponing 
a tough decision about committing them- 
selves to the purchase of life insurance. 
Said he: “Anything you can do to make 
it easier for the prospect helps ‘out. 
Whether you commit him on a minor 





Martha Boott 


Ross E. Moyer 


point, give him’a choice of things to 


do, sell him on the examination or any 
of the many other methods could be 
discussed for hours. The important 
thing is to help him to help himself.” 
Stating that some agents just natur- 
ally seem able to detect the psycholog- 
ical moment when they should try for 
action, he said, “We call them good 
closers because of this one phase, for- 
getting to credit them with having done 
a good job all along the line. If we 
analyzed the entire sales structure we 
would have realized those good results 
were the result of an overall good job 
and not the result of a few patented 
phrases or answers to objections. 
“Prospecting, securing information, 
planning our interviews, effectively pre- 
senting our story, motivating and the 
physical act of the close are all inter- 
dependent. If we neglect one part we 
weaken the whole. That we may close 
a sale, we prospect, get information, 
(CONTINUED ON PAGE 17) 








a meadow. 


than one of them. 


serious business. 





Office in His Hat 


To some extent you can judge a prospect’s ability to 
pay premiums by learning how much investment he has 
had to make in his business. This point is not always 
self-evident and often a very prosperous business man 
does not have an office let alone sit in it dressed in style. 


A visitor to a fishing town in New England happened 
to see a man in dungarees drying a large fishing net in 
Upon remarking that the net was so large 
that it must have cost quite a bit he learned from a 
native that the net was worth $3,000 and that the man 
in dungarees owned a number of these nets. 
more, said the informant, the fishing boat which carried 
these nets to work and brought back the haul had cost 
over $100,000, and the man in dungarees owned more 


The visitor went his way making some rapid calcula- 
tions as to how much capital that man had invested in 
But what he bore in mind most of all 
was that there must be many prospects for life insur- 
ance who wear dungarees while at work. 


THE PENN MUTUAL LIFE INSURANCE CO. 
JOHN_A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 


Further- 























Russell hward | 
Goes to F. H. Ecker 


Frederick H. Ecker, chairman of 
Metropolitan Life, has been selected to 
receive the John 
Newton Russell 
memorial award for 
outstanding service 
to the institution of 
life insurance for 
1948, 

In citing Mr. 
Ecker for the 
award the Nation- 
al Assn. of Life 
Underwriter’s com- 
mittee’s citation 
reads, “For more 
than 65 years Fred- 
erick H. Ecker has 

served his company 
and the institution of life insurance in 
an outstanding way, giving astute lead- 
ership to both over the years. He has 
been instrumental in creating an invest- 
ment philosophy for the business which 
has stood it in good stead through pe- 
riods of boom and depression, and which 
has been reflected in the confidence of 
the American people in life insurance. 

“By pioneering in the development of 
rental housing by life insurance com- 
panies, he has been greatly responsible 
for a_ significant social contribution 
which has brought solution to the hous- 
ing problem for thousands of American 
families and has reflected great credit 
to the business. 

“Because he has led the Metropolitan 
Life Insurance Company in setting a 
high standard of public and institutional 





F. H. Ecker 


service, the committee unanimously 
cites Frederick H. Ecker for the John 
Newton Russell memorial award for 
1948.” 


Award Made in Three Forms 


The award is made in three forms: 
The recipient’s name is engraved on a 
permanent plaque which holds a place 
of honor in the headquarters of the Na- 
tional association; a miniature of the 
plaque, suitably engraved, is presented 
to the recipient; and, in addition, 
he receives an engraved watch. The 
inscription on Mr. Ecker’s watch reads: 
“FREDERICK H. ECKER, distin- 
guished contributor to the development 
of a life insurance investment and hous- 
ing philosophy and gifted advocate of 
a high standard of public and institu- 
tional service.” 

The award was established by John 
Henry Russell of Los Angeles to honor 
and perpetuate the memory of his father, 
John Newton Russell, president of the 
National association in 1916-17. It was 
created in 1947 and at that time it was 
presented at the Boston convention of 
the association for the years following 
Mr. Russell’s death, 1942 to 1947, in- 
clusive to the following persons: 1942, 
Dr. Solomon §S. Huebner, president 
American College; 1943, Julian S. My- 
rick, past president of the N.A.L.U. 
and now 2nd vice-president of Mutual 
Life; 1944, J. Stanley Edwards, past 
president of N.A.L.U. and general agent 
for Aetna Life in Denver; 1945, Paul 
F. Clark, past president of N.A.L.U. 
and now president of John Hancock; 
1946, M. Albert Linton, president Provi- 
dent Mutual, and 1947, Holgar J. John- 
son, past president of and 
now president of the Institute of Life 
Insurance, 

In creating the award, Mr. Russell 
specified that the presentation should 
be made at the annual convention of 
the association and this year’s award 
will be presented at St. Louis, Sept. 16. 

Selection of recipients is made by a 
committee composed of the following: 
Chairman, the immediate past president 
of N.A.L.U. (Philip B. Hobbs, Equitable 
Society, ‘Chicago; secretary, the execu- 
tive vice-president of N.A.L.U. (James 
E. Rutherford); members, the second 

, (CONTINUED ON PAGE ‘17) 
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Sen. Wiley of Wis. 
to Address A.L.C. 


Eight Speakers for 
Meeting of Financial 
Section Are Announced 


Senator Wiley of Wisconsin will ad- 
dress the annual meeting of the Ameri- 
can Life Convention. Other speakers, 
in addition to those announced in re- 
cent weeks, will include Bill Cunning- 
ham, famous columnist and news com- 
mentator; and J. Lacy, president 
California-Western States Life. 

Senator Wiley has been one of Wis- 


David W. Gordon, financial vice- 
president of Monarch Life and chair- 
man of the Financial Section, has re- 
leased a list of some of the speakers for 
the section’s annual meeting Monday 
and Tuesday Oct. 4-5. The speakers 
and their subjects are Robert L. Gar- 
ner, «vice-president International Bank 
for Reconstruction & Development, 
“The International Bank, Its Functions 
and Lending Policies,’; Sherwin C. 
Badger, 2nd vice-president and financial 
secretary New England Mutual Life, 
“Preferred Stock Valuations”; W. T. G. 
Hackett, economic adviser Bank of 
Montreal, “The Canadian Economy”; 


James J. O’Leary, director of research, 
Joint Investment Research Committee, 
“Report on the Work of the Joint In- 
vestment Research Committee — 


Its 
Plans and Potentialities’; Thomas W. 


Patterson Urges 
Agents to Help Get 
Best Legislators 


By influencing fellow citizens to vote 
for the highest type of representatives, 
agents can do much 
to keep this coun- 
try strong and 
true to its ideals, 
Alexander E. Pat- 
terson, president of 
Mutual Life told 
members of the 
company’s Top 
Club at their recent 
meeting at Macki- 
nac Island, Mich. 


ny 
your field of personal influence expang. 
ing. Directly or indirectly you influence 
people. We all recognize that to have-a 
strong country we must have a stron 
government, And, a strong government 
can only come from the men elected 
to serve it. (We may be thankful that 
we still have the right to select them.) 
“If everyone would decide to send 
from his community only the most ca- 
able and honest man that could be 
found, to represent him in governme 
we would have fine administrators = 
a strong government. You and your 
friends, they and their friends, ad in- 
finitum, can study and single out the 
finest material, regardless of race, color 
creed or political party affiliations, to 
go to Washington to represent your 
community and thus make our govern. 
ment strong and truly representative of 
America.” 
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consin’s Senators since 1938. He is Phelps, partner in Francis I. duPont & He urged that first 
chairman of the Senate judiciary com- Ce “The — pap asa a in of all they continue 
mittee and a member of the foreign re- Managing ife nsurance ompany the work they are = f w 
lations committee. Portfolios.” Additional speakers for now doing, for life A. E. Patterson Ohio Nat l. Rally 
Bill Cunningham is with the Boston the Financial Section will be announced insurance is one of Agen 
Herald and the Mutual Broadcasting soon. the firmest pillars of free enterprise in Attended by 330 the e 
System. He has won wide fame for Mr. Gordon will open the meeting a free society. Riis an ag 
his straightforward presentation of the with a brief address and preside at all “But you can do more,” he said. “You _ All indications point to a promising Wi 
news and the forthrightnes of his com- sessions, are the leaders in your communities or future for life insurance, John H, Evans, mana 
monts thereon. He will speak on “How you wouldn’t be at this meeting. Your president of Ohio . new ! 
to Face the Challenge to Freedom.” Illinois Consolidated Telephone has business requires that you contact National, declared of pi 
Mr. Lacy will have as the title of his borrowed $500,000 from Mutual Life at many others daily. Just as your limits of 1n opening the throu; 
address, “How Far Finance America.” 3%%. ° business ability are expanding so is company’s annual that 1 
Builders Club con- hard. 
vention at Glacier but t 
National Park. His need 
address set a high day’s 
note of optimism 
for the ensuing 
business meetings 
attended by more 
than 330. Over and 
above the great in- 
crease in popula- 
tion, better mortal- 
ity experi- e, J. H. Evans 
ity experi- 
ence, higher interest return and greater 
public confidence in life insurance,Mr. 
Evans further showed that the change 
in dollar values, instead of being a nega- 
tive factor in future sales, really is a 
powerful selling aid. Cc. 
“For millions of present policyown- oe 
ers, the new deflated value of the dol- | %" 1 
lar has increased the need for more coy- | and, 
erage,” he asserted, “not only on | grand 
straight life policies, but for larger pay- | childr 
ments from endowments, All of which | &!t ta 
adds upto, in essence, a triple-barrel | ‘ial 
shotgun approach for future selling.” =. 
Dodson Speaks on Expanding Market oppor: 
Speaking on “The Expanding Life | ™ ™ 
Insurance Market,” M. R. Dodson, ex- there 
. ecutive vice-president and actuary, widow 
elaborated on the factors contributing | *8¢ 6 
to a good market for life insurance and | Buyer 
pointed out opportunities existing in Inf 
the enlarged juvenile and insurance for ‘ — 
women fields. —— 
ae Other speakers were R. G. Nixon, | joior 
general agent, Owenton, Ky.; J. Robert pars 
Cole, general agent, Los Gatos, Cal. The it 
And much of their happiness and success in life depends on their completing their journey along the and Grant Westgate, superintendent of og 2 
road to knowledge. agencies. G. N. Wade, general agent, ‘ & 
Harrisburg, chairman of the field ad- a 
These children need not meet with a detour, for The Prudential’s liberal “school period” plans can — visory board, reported on its activities hea 
over the past year. 
1. Guarantee an income to the family during the school period years if the A highlight ae the convention was the te 
breadwinner dies. initiation of Mr. Evans as an honorary The 
chief of the Blackfeet Indian tribe. The irogra 
2. Provide funds to pay the extra expenses required for a college education. convention closed with a banquet at deal o: 
which Commissioner Holmes of Mon- Retant 
With children back in school, now is a good time to talk with parents about Prudential “school period” tana was a guest. urged 
plans. ee 1 
“Ls 2 (both 
When you do, you'll find why Prudential representatives, and their clients, belong to the school of Exhibits Chairman family 
thought that — ance) 
George H. Kelley, Ovi 
THE PRUDENTIAL’S EDUCATION PLANS ARE AT THE HEAD OF THE CLASS ie Wee neces 
York Life, is chair- soa 
man of the exhibits seg J 
committee of the a. h 
Life Insurance Ad- M cia 
vertisers Assen. The lig 
exhibits will be a -. 1 
prominent feature of 2 pid 
the annual meeting, h age 
to be held at Hotel ny t] 
Mayflower, Washing- md ii 
ton, Oct. 28-30. quality 
G. H. Kelley ie + 
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Provident Mutual Has Record Turnout 


at Its Banff Springs Convention 


“Security’ was the keynote of the 
round table meeting of top producers of 
Provident Mutual 
Life held at Banff 
Springs in the Can- 
adian Rockies. A 
total of 400 mem- 
bers, guests, and 
home office repre- 
sentatives were in 
attendance, largest 
in the company’s 
history. 

After the open- 
ing dinner the del- 
egates settled.down 
to business ses- 
sions, with Assist- 
ant Manager of 
Agencies Henry Bossert, Jr., discussing 
the effect of high persistency ratings on 
an agent’s own security. f 

Willard K. Wise, vice-president and 
manager of agencies, discussed some 
new marketing angles as regards classes 
of prospects in the abnormal times 
through which we are passing. He said 
that inflation has hit the young man very 
hard. His need for protection is great, 
but the same family which creates his 
need requires so much outlay under to- 
day’s high prices. that increased protect- 





W. K. Wise 





E. W. Marshall 


Cc. S. Davis 


tion is not always possible. On the other 
hand, insurance bought by wealthy 
grandfathers or fathers on their minor 
children is a good bet today under the 
gift tax laws. The proposed changes in 
social security seem to represent a some- 
what narrowed market for the family 
man of younger age, but will bring the 
opportunity for complete coverage with- 
in more attainable range. However, 
there is no social security at all for the 
widow without children until she reaches 
age 65. 


Buyers Will Profit 


Inflation today, followed by deflation 
tomorrow, he said, means that insurance 
buyers today will pay cheap premium 
dollars and will obtain more valuable 
claim or cash value dollars tomorrow. 
The inflation-conscious individual should 
buy more protection today as a hedge 
against the present cost of living. | 

Business insurance, with particular 
emphasis on deferred compensation and 
proper pension plans, is the development 
oi the future, said Mr. Wise. 

The “chart for living,” the company’s 
Programming plan, came in for a great 
deal of attention. C. Sumner Davis, as- 
sistant manager of agencies, particularly 
urged his listeners to go back to pros- 
pects who had set their insurance needs 
(both as regards to retirement income, 
family income, and educational insur- 
ance) at specific levels a few years ago, 
pointing out that the increase in the cost 
of living has made additional protection 
necessary if the family is to enjoy the 
same standard of living as had been pre- 
viously set. As an illustration, he told 
how he had increased his own protection 
when an agent had brought back to him 
his “chart for living” and had pointed out 
how increased prices had made it no 
longer workable in today’s conditions. 

Leonard H. Morgan, York, Pa., told 
how the “chart for living” prospecting 
and sales techniques had enabled him to 
quality for the round table in his first 
year in the business. There is a danger, 
Mr. Morgan said, that having attained 


successful experience in a given tech- 
nique, the agent looking for new ideas 
may abandon the very methods which 
have been most productive for him. 

L. Opie Chancellor, Washington, also 
described his programming methods, 
pointing out that the “chart for living” 
put the agent in a professional position 
from the outset. 

“T particularly favor the use of chart 
presentations when approaching friends 


and social acquaintances,” he said. 
“When offered an analytical service of 
this type, friends exhibit interest from 
the start, without the usual sales resist- 
ance.” 

In the two years since he entered the 
business, Mr. Chancellor has closed over 
$600,000 of insurance on this type of sell- 
ing alone. 

Using the topic “Security Through 
Chart Prospecting,’ Assistant Manager 
of Agencies E. Roy Hofmann traced the 
history of the “chart for living,” which 
was introduced in March, 1944. The 
previous year the company’s agents had 
produced $59 million of business, but 


5 








during the first two months of 1944 they 
had produced $35 million of written 
business in anticipation of the change’ 
of the reserve basis from 3% to 21%4%. 
In similar special drives, Mr. Hof- 
mann said, the agents had sold them- 
selves out of prospects. However, when 
the “chart for living” and its accompa- 
nying direct mail services were intro- 
duced in March, the agents were able to 
pick up their prospecting where they had 
left it off and no slump was discernible. 
To the contrary, they closed over $82 
millions of paid business that year. 
Although the chart has obtained al- 
(CONTINUED ON PAGE 11) 
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HISTORY OF NUMBER 6 


Issued July 6, 1906, policy number six, a thousand dol- 
lar Twenty Payment Life, Age 18, is still in force. 
actual history is shown below: 





Present Cash Value . . . 
Total Premiums Paid . $522.20 
Total Dividends Paid . 


Cash Value Over Cost . . 


Over 42 years of protection of $1,000 which continues 
without further premium payments. 





Agencies open in 


ILLINOIS 


The Midland Mutual Life Insurance Co. 


250 East Broad Street 
COLUMBUS 16, OHIO 


205.22 


The 


$651.55 


316.98 
$334.57 





MICHIGAN 
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Recommend C.L.U. 
for 207, Proficiency 
Award for Eight 


Experience credentials of the 250 can- 
didates who completed the C.L.U. exam- 
inations this year and of 14 candidates 
who completed examinations in earlier 
years have recently been reviewed by 
the American College’s registration 
board, which has recommended award 
of the C.L.U. designation to 207 candi- 
dates and the certificate of proficiency to 
eight candidates, all of whom will be 
granted their diplomas at the annual 
conferment of the college to be held in 
St. Louis, Sept. 16 in conjunction with 
a joint dinner meeting of the American 
College and the American Society of 
C.L.U.. As soon as the registration 
board receives information for each of 
the remaining candidates who has com- 
pleted the entire series of examinations 
showing that the three-year experience 
requirement has been fully met award 
of the diploma will be recommended. 

Since the annual conferment of the 
college is on a national basis and some 
successful candidates are unable to at- 
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tend, college officials also stress local 
presentation of diplomas at meetings 
of C.L.U. Chapters and life underwrit- 
ers associations. Although the regular 
national conferment legally conveys to 
the candidate all the privileges associ- 
ated with possession of the C.L.U. des- 
ignation or the certificate of proficiency, 
the less formal local presentation cere- 
mony gives suitable recognition to the 
candidate’s achievement among his 
friends and associates. 


Nearly $12 Billion NSLI 
Reinstated in 15 Months 


WASHINGTON—The veterans aa- 
ministration reports that more than 
1,900,000 veterans reinstated nearly $12 
billion of lapsed National Service life 
insurace in the 15-month period end- 
ing July 31, the deadline before which 
veterans were permitted to reinstate by 
certifying that their health at time of 
reinstatement was as good as at time of 
lapse. 

Since July 31 veterans are permitted 
to reinstate on a comparative health 
basis within three months of lapse. After 
that interval, however, a physical ex- 
amination is necessary. Payment of two 
monthly premiums is required. 


Can't Exclude 
Insane Suicide 
Under N. Y. Law 


NEW YORK — A suicide clause 
which refers to self-destruction while 
“sane or insane” goes beyond the lan- 
guage of the statutory phrase “death 
due to suicide” and even though ap- 
proved by the insurance superintendent 
is inoperative if the insured at the time 
of his suicide was so far insane as to 
have been without appreciation of the 
physical consequences of his action or 
without power to resist the disordered 
impulse that impelled him to end his 
own life, the New York court of appeals 
has decided in Franklin vs. John Han- 
cock Mutual, reversing the appellate 
division. The court held that the legis- 
lature must have taken cognizance of 
the difference between “suicide” and 
phrases like “suicide .. . sane or insane.” 

“In that view the exclusion clause 
that we have quoted from section 155 
of the statute (which refers only to 
“suicide”) covers only self-destruction 
by a sane insured and we now so ad- 
judge,” the court held. “In that view 
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too, approval by the superintendent of 
the suicide clause contained in the 
policy in suit was without effect, be 
cause that clause was obviously less 
favorable to the plaintiff than the 
statutory exclusion clause which we 
have just construed and, therefore, the 
statute requires us to enforce the policy 
as if such statutory exclusion clause 
were the only suicide proviso set forth 
therein.” 

The plaintiff submitted an affidavit 
from the insured’s physician that in his 
professional opinion the insured was 
the victim of insane impulses and did 
not know the nature of his act of self. 
destruction. Hence the court held that 
summary dismissal of the complaint 
was unjustified and that the judgment 
should be reversed. 


VIEW OF COMPANIES 


NEW YORK—The decision is re- 
garded by life companies as an unfor- 
tunate and unexpected ruling. Unques- 
tionably, effort will be made in the next 
legislature to correct the effects of the 
opinion. 

Whether the decision will prove 
costly to the companies depends on 
whether there is prompt and effective 
legislative correction. It is not apt to 
be costly in run of mill cases but it 
could be troublesome and expensive in 
a few large ones if there were another 
depression, for instance, and a repetition 
of prominent men jumping out of win- 
dows as occurred after the 1929 eco- 
nomic break. 


Gardiner Unopposed 
for N.A.L.U. Treas. 


Harry Gardiner, general agent of John 
Hancock in New York City, will ap- 
parently be unopposed for the post of 
treasurer of the National Assn. of Life 
Underwriters. Walter E. Barton, man- 





w. Barton 


EK. Harry Gardiner 


ager Union Central, New York City, 
who has been treasurer for eight years, 
stated a year ago that he wanted to 
give up the job this year. 

Mr. Gardiner began his insurance ca- 

reer at 11 as office boy in the Paterson, 
N. J., office of John Hancock in 1894. 
At. 17 he became cashier there, later 
going to Passaic, N. J., as a weekly 
debit agent. In 1907 he was sent to 
Philadelphia, again as cashier. Five 
years later he was appointed assistant 
manager for Connecticut with offices 
in Bridgeport. He went to Albany in 
a supervisor’s position in the company’s 
ordinary office and in 1921 he was ap- 
pointed general agent in New York 
City. 
_ Today, at 65, he is an outstanding 
figure in the life field. He was presi- 
dent of the New York City Life Man- 
agers Assn. in 1936, chairman of the life 
agents’ committee for the greater New 
York fund in 1938, and chairman of the 
insurance agents’ division in the U.S.O. 
war fund campaign in New York dur- 
ing 1942. He acted as chairman for 
the life insurance division of the Na- 
tional Foundation for Infantile Paraly- 
sis in two drives. For the past seven 
years he has been a member of the 
finance committee of the N.A.L.U. 


Tax Repealed on Premiums 

Imposed early in August, the Deca- 
tur, Ga. tax on life premiums was 
repealed by the city commission on 
Aug. 17. 
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Insurance Lawyers 
Elect K. P. Grubb 


Kenneth P. Grubb of Milwaukee was 
elected president of International Assn. 
of Insurance Counsel at the closing 
session of the annual convention in San 

ncisco. 

VoGer officers elected are: L. Duncan 
Lloyd, Chicago, president-elect; J. A. 
Gooch, Fort Worth, and Victor C. Gor- 
ton, Chicago, vice-presidents; Forrest 
s, Smith, Newark, treasurer, and David 
J. McAlister, Washington, Pa., secre- 
tary. Ernest W. Fields, New York; 
Franklin J. Marryott, Boston; Robert 
M. Nelson, Memphis and J. Harry La 
Brum, Philadelphia, were elected to the 
executive committee, the ljatter for a 
one year term. 

Approximately 500 attended the con- 
vention. San Francisco’s Mayor EI- 
mer Robinson, a former superior court 
judge, acted in a dual capacity; he ex- 
tended the official welcome and then 
delivered the first convention speech, 
“Trials of Insurance Cases as Seen from 
the Bench.” ; 

Roy Folger, San Francisco broker, 
spoke on “How to Treat Your Insur- 
ance Broker” and Joseph A. McClain, 
general counsel for the Wabash Rail- 
road, spoke on the railroads and their 
relation to the lawyer and the public. 

The accident and disability commit- 
tee, the life insurance committee and 
the workmen’s compensation committee 
conducted an open forum with Richard 
B. Montgomery, Jr., T. DeWitt Dod- 
son and Lee J. Scroggin, co-chairmen 
and discussion leaders. Subject of this 
panel, which was followed by open ques- 
tions, was what constitutes total dis- 
abliity in life, health, accident and com- 
pensation insurance and what can be 
done towards minimizing effects of 
present decisions upon the subject? The 
trend of recent decisions determining 
what constitutes total disability was 
handled by Lee J. Scroggin, J. R. 
Stewart and George Gardere. 

A home office viewpoint on the sub- 
ject was presented by Price H. Top- 
ping. The effect of such decisions on 
the rehabilitation of disabled persons 
was handled by John P. Faude; the 
psychological effect upon claimants for 
total disability resulting from too lib- 
eral interpretation of total disability 
provisions was discussed by Richard B. 
Montgomery, jr., and suggestions as to 
present the problems of too liberal in- 
terpretations to the courts were handled 
by Robert M. Nelson. 

The practice and procedure commit- 
tee presented a forum on the growing 
tendency of federal and state courts to 
permit an inspection by a party of the 
opposing party’s files, with Kenneth B. 
Cope, Canton, O., starting the discus- 
sion. The insurer’s responsibilities un- 
der reserved rights was led by Gervais 
W. Fais, of Columbus, O. 

In his annual address as _ president. 
Lowell White of Denver stressed the 
shrinking of personal freedoms in the 
United States and called upon the law- 
yers to lead the fight for restoration of 
these rights and to prevent further en- 
troachments by government. 


Device Tells What's 
Left After Taxes 


The “Investment Income Valuator,” 
designed to enable the agent to ascer- 
tain quickly the after-taxes values of 
both the prospect’s income and _ his 
tstate, is being mailed out with the 
current issue of the Diamond Life Bul- 
tins, 420 East Fourth Street, Cincin- 
mati 2, O., and the Agent’s D.L.B. 
Service. 

It has been found that inquiry about 
the components of a prospect’s estate 
will often disclose securities that have 
less after-tax value than can be had 
om some investment policy contracts, 
where the growth in dollar value is 
certain and where the increment avoids 
current tax levies. The valuator also 
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brings out the several striking advan- 
tages that the life insurance dollar has 
such as the annuitization of income and 
its complete freedom from income tax. 

The impact of taxes and high living 
costs on income creates a situation with 
which the agent must cope to maintain 
production and he must correctly ap- 
praise the prospect’s buying power. The 
extent to which taxes and inflation have 
hit incomes is shown in a recent chart 
published by “United States * News” 
showing 1947 purchasing power of in- 
comes of various sizes. For example, a 
$5,000 income in 1939 was worth $4,952 
but in 1947 was worth only $2,815. 


Governing Board to 
Aid Purdue Course 


A governing board has been appointed 
in connection with the Purdue life in- 
surance marketing course. The board 
will advise, counsel, and advance all 
phases of the course. Members are E. 
A. Crane, general agent Northwestern 
Mutual, Indianapolis, chairman; C. W. 
Beese, Purdue University, head of the 
technical extension department; Verlin 
J. Harrold, general agent Lincoln Na- 
tional, Fort Wayne; Alden C. Palmer, 


executive vice-president of R. & R.; T. 
R. Smith, general agent home office 
agency, Lafayette Life; Eber M. Spence, 
vice-president and director of agencies 
American United Life and formerly gen- 
eral agent for Provident Mutual in Jn- 
dianapolis; J. R. Townsend, general 
agent Equitable of Iowa, Indianapolis, 
president Indiana Life (Underwriters 
Assn.; Fitzhugh Traylor, Indiana man- 
ager Equitable Society and president 
Indianapolis General Agents’ & Man- 
agers’ Assn.; Kenneth Yates, executive 
vice-president Empire Life & Accident 
and president of Indiana Legal Reserve 
Life Insurance Companies Assn. 








WILLIAM TIFFENBACH 
Los Angeles 





“Wat does a man think about when he 
reaches my age? Well, that depends en two 
things. Whether he has a store of experiences 
to draw upon in reminiscing. And whether his 
present situation is secure. Because if it isn’t, 
he doesn’t have time for retrospection. 

“Now me, I’m fortunate. For I have had a 
career — the type of career that enables a 
man to enjoy the present, look forward to the 
future, and view the past with pleasure. A 
career of almost 60 years selling Union Central 
life insurance. I have gained independence 
making others independent. Made a good in- 
come selling income. And I have a life insur- 
ance estate. (Every good salesman buys 
plenty of his own product. Can’t help himself! ) 

“And since my retirement a year ago, I 
have been receiving pension checks every 
month from The Union Central. I'll get them 
as long as I live. There’s a Company that 
really takes care of its own!” 


* * * 


Money Every Month .. forthe Agent 


Through a liberal Pension Plan devised by their 
Company, substantial monthly checks go to quali- 
fied members of The Union Central Quarter Cen- 
tury Field Club who have reached retirement age 
after 25 or more years of continuous service. This 
plan means security for The Union Central agent 
who has made a career of providing security. 





THE ‘Union Central LIFE INSURANCE CO. 


CINCINNATI, OHIO 
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W. & S. Answers 
Policyholder Brief 


WASHINGTON—Western & South- 
ern Life has filed a brief with the U. S. 
Supreme Court as respondent in the ap- 
peal of William L. and Mildred J. Ches- 
brough, who seek writ of certiorari to 
the Ohio supreme court. -Superintend- 
ent Shield of Ohio is also respondent. 

Also, in No. 215, United Services Life 
vs. Edward H. and Lucy B. Boye, re- 
spondents have filed brief opposing cer- 
tiorari to the U. S. court of appeals for 
the District of Columbia. 

Western & Southern defends its mu- 
tualization and the Ohio law under 
which it was carried out. Presenting 
an argument based on seven points 
against the petition, the company brief 
says that judicial power to disregard a 
law as unconstitutional can be invoked 
only by one who has sustained or is in 
immediate danger of sustaining direct 
injury personal to the challenger, but 
that no such injury or threat appears in 
the record in this case. 

Petitioners procured their policies 
after sections of the Ohio mutualization 
law had been enacted, the company 
says, and these sections are part of their 
policies and measure their rights. Policy- 
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holders of an Ohio stock life company 
issuing nonparticipating policies, have 
no personal interest in its capital and 
surplus, it is asserted. Mutualization 
affects only capital, surplus and orgar- 
izational structure. Ohio law preserves 
policyholders’ contractual rights with- 
out change, and they have no constitu- 
tional right to maintenance of organiza- 
tional structure, or to grant or with- 
hold consent to organizational change. 

The Ohio legislature selected a rep- 
resentative group of _ policyholders 
whose vote on mutualization is a part of 
the proceedings for conversion to mu- 
tual, along with the vote of directors 
and stockholders and approval of the 
superintendent, the company says. Vot- 
ing qualification did not “confer per- 
sonal privilege or economic right,” but 
“rather a function in the nature of a 
duty.” The qualifications for such duty 
are based upon “probable interest”, the 
brief says, “and the classification is jus- 
tified by considerations of economic and 
administrative necessity in the case of 
corporations with millions of policy- 
holders.” 

The attack on section 9364-8 of the 
Ohio law is declared to be against pro- 
visions which were parts of the original 
contract between the Chesbroughs and 
the company. “Moreover the attack 
is premature, anticipatory and frivolous.” 





ROBERT R. BURTNER 


Harrisburg, Penna. 


W. E. ENGELHARDT 
Hastings, Nebr. 


GILBERT L. FREY 
Fairbury, Nebr. 

O. R. FREY 
Lincoln, Nebr. 

C. S$. GOODRICH 
Seneca, Kansas 

E. F. GOODRICH 


Topeka, Kansas 


J. E. KNOFLICEK 
Plattsmouth, Nebr. 


H. W. KRUMWIEDE 
So. Sioux City, Nebr. 


CARL LUTZ 
Fairbury, Nebr. 


W. H. McCAIG 
Topeka, Kansas 


HARRY LONG 
Pittsburgh, Pa. 


R. E. ROUSH 
Clinton, Okla. 


A. WESTRATE 
Chicago, Ill. 





Bankers Life of Nebraska is proud of the recognition ac- 
corded the twenty-five members of its field organization 
who received the 1948 NATIONAL QUALITY AWARD. 
We salute them, and all Quality Award winners, upon the 
high professional standards they have achieved. 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 
LINCOLN 


JOSEPHINE S. MARTY 
Lincoln, Nebr. 


W. L. MOSGROVE 
Genoa, Nebr. 


B. E. NEWELL, SR. 
Portland, Ore. 


E. P. NISPEL 
Beatrice, Nebr. 


F. L. O'ROURKE 
Chadron, Nebr. 


JAY OVERHOLSER 
Chicago, Ill. 


A. R. RASMUSSEN 
Kearney, Nebr. 


R. L. RICHARDS 
Norfolk, Nebr. 


J. S. SPENCER 


Atchison, Kansas 


C. M. STEWART 
Grand Island, Nebr. 


G. W. STEINHOFF 
Sargent, Nebr. 


R. C. STRATTON 
Chicago, Ill. 





Agent Makes Sale 
Through Office Window 


Richard S. Haggman, director 
of public relations of Kansas City 
Life, reports on one of Kansas 
City’s most enterprising agents in 
a recent issue of “Look” maga- 
zine. 

Dix Teachenor, Jr., a Kansas 
City Life agent, looked out of his 
office window one morning recent- 
ly. Outside he saw Robert S. Van- 
derford standing on a swaying 
scaffold high above the ground. 
Mr. Vanderford was weatherproof- 
ing the building. Mr. Teachenor 
opened the window, Mr. Vander- 
ford listened. An application for 
a policy was signed. 











Each member of the mutualized com- 
pany has a vote “and the constitutional 
question is purely academic.” The 
Ohio law is argued to be valid, its limi- 
tations not unreasonable or arbitrary, 
but within the legislature’s discretion; 
but it does not extend rights and fprivi- 
leges of the kind protected by the con- 
stitutional guaranty of equal protection 
of the laws. 

Petitioners in this case had com- 
plained that under the mutualization 
plan only a little over 7% of policyhold- 
ers can control the company. Every 
policyholder whose insurance equals 
$1,000 and whose policy was in force a 
year is given a vote. Petitioners con- 
tended those having smaller policies and 
younger ones did not get votes in pro- 
portion to the amount of insurance they 
carried. 

In the United Services case, respond- 
ents argue that there is no conflict be- 
tween the appellate court’s decision here 
and those of the third and fifth circuit 
courts, as the company contends—all in- 
volving apparent aviation deaths in war- 
time. In this case the policy concerned 
contained an aviation exclusion clause, 
but did not exclude war risks. As the 
insured died as result of a combat mis- 
sion, respondents say, the court below 
correctly decided that all known cir- 
cumstances pointed to death as result 
of enemy action, “the accepted risk,” 
rather than to riding or operating air- 
craft, “the excluded risk.” 

The case was correctly decided by the 
appellate court, the brief says, under 
local common law, and presents no fed- 
eral question of substance, nor question 
of general importance. 





UPW to Be Only Union on 
Ballot for Pittsburgh Vote 


PITTSBURGH—The CIO United 
Paper Workers will likely be the only 
union on the ballot when and if indus- 
trial agents of Prudential here vote on 
representation. 

The CIO United Office & Profes- 
sional Workers will be left off the 
ballot, if an election is called, because 
members of that union voted against 
their officers signing non-Communist 
affidavits and thus are barred from 
NLRB facilites. 

A group of Pittsburgh industrial 
agents for Prudential, Metropolitan and 
John Hancock recently bolted the 
UOPWA local because of its alleged 
left-wing tendencies; organized a local 
of UPW and applied to NLRB for an 
election so far as its Prudential mem- 
bers are concerned. 

The UOPWA Local 65, split by the 
withdrawals, held an election on the 
non-Communistic affidavits and voted 
73 to 55 against signing the required 
papers. The union claimed a member- 
ship of 950 before the rupture. Local 
1577 of UPW claims to have 600 of the 
members. While only 128 voted at the 
UOPWA election that group claims “a 
great majority” of its original mem- 
bership. 

The UPW group wants to negotiate 
a new contract with Prudential, which 
is under contract to UOPWA until 
Oct. 31. 


Hope to Announce | 
NSLI Dividend Fund 
Within a Month 


WASHINGTON—The veterans ad- 
ministration hopes to be able to an. 
nounce within a month the amount of 
money in the National Service life fund 
that will be available for dividends. 
VA plans to announce at the same 
time the formula for calculating diyj. 
dends and the amount of dividend 
veteran of a certain age who carried 
NSLI of a stated amount for a given 
period, will be entitled to. 


No Payments Before Next Summer 


“Some 15 million NSLI policyholders 
out of 20 million accounts (some insured 
having more than one policy) will share 
NSLI surplus that has been estimated 
at from $1.5 billion to $2 billion, but 
dividend payments cannot begin before 
next summer, VA says. 


A committee of VA actuaries lias 
been conducting studies based on pay- 
ments into the NSLI fund, amount of 
insurance, etc., with a view to deter- 
mining what reserve is necessary and 
hence what surplus is and _ total divi- 
dends may be. 








) GOOD NEWS! 


YES, IT IS ALWAYS GOOD 
NEWS WHEN ANOTHER 
GOOD LIFE INSURANCE 
MAN FORGES AHEAD IN 
HIS CAREER. 


Glen Lyons, Aetna represen- 
tative in San iego, Cal., 
writes to tell us: “I frecently 
received word that I passed 
Part “C” of the C.L.U. ex- 
amination . . . and I want 
to tell you how much I ap- 
preciate the help you gave 
me on the R & R Tax & 
Business Insurance Course. 
We had a class organized of 
ten men; met weekly with 
John Goodwin, C.L.U., as 
the moderator. John guided 
our steps and we used the 
R & R Course plus some 
reading of commercial law 

As I am retired Navy 
with NO PREVIOUS LIFE 
INSURANCE BUSINESS 
EXPERIENCE, I think that 
is saying quite a lot for your 
course . . Again, thanks 
to the R & R Service.” 


Revision of our Tax_ course, 
made necessary by the 1948 
Revenue Act, is a time-consum- 
ing job, but Ed Stepp has 
jumped our light bill up consid- 
erably with his day and night 
work on it. And the printing de- 
partment is doing likewise! 


IF YOU WOULD LIKE IN. 
FORMATION ON ANY OF 
THE R &R STUDY COURSES, 
WE WILL BE DELIGHTED 
TO HEAR FROM YOU. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 
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Dineen N.A.LC. 
Life Chairman 


Commissioner Larson of Florida as 
president of National Assn. of Insurance 
Commissioners, has appointed the new 
N.A.LC. committees. Especially inter- 
esting to the life insurance fraternity is 
the fact that Dineen of New York. be- 
comes chairman of the life insurance 
committee, succeeding Allyn of Con- 
necticut. Another change is the appoint- 
ment of Harrington of Massachusetts 
as chairman of the valuation of securi- 
ties committee. ; 

The complete roster of committees 
that are of interest to the life insurance 


fraternity follows: 

Peston & Health — Knowlton, New 
Hampshire, chairman; Downey, Cali- 
fornia, vice-chairman, Parkinson, Illi- 
nois; Kavanaugh, Colorado; Butler, Tex- 
McCormack, Tennessee; Gwaltney, 


as; y 

a; Sullivan, Kansas; Hanley, Mary- 
Aaame avey, Georgia; Jackson. Mis- 
souri; Stone, Nebraska; Apodaca, New 


ico, and Harris, Minnesota. 
Merpcommittee on minimum benefits and 
policy econtents—Downey, Parkinson and 
ne. 4 
Stolanks—Walter Robinson, Ohio, chair- 
man; McCormack, Tennessee, vice-chair- 
man: Parkinson, Illinois; Thompson, 
Oregon; Harrington, Massachusetts; 
Mueller, South Dakota; E. A. Faircloth, 
Florida; Albert Burger, Minnesota; 
B. tart pe a 
necticut; : 
york: G. H. McAteer,, Washington; E. L. 
Pennsylvania; H. Sanford, 
Michigan; W. H. Sherin, Iowa; C. D. 
Spangler, Nebraska; F. T. McGovern, 
Rhode Island; R. M. Fenker, Mississippi; 
W. H. Bittel, New Jersey; J. R. Maloney, 
California, and A. C. Good, Missouri. 
Subcommittee No. 1—Parkinson, Illi- 
nois, chairman; Mueller, South Dakota, 
and McCormack, Tennessee. 
Subcommittee No. 2—Parkinson, IIli- 
nois. chairman: Harrington, Massachus- 
etts, and Thompson, Oregon. 
Examinations—Hodges, North Carolina, 
chairman; Thompson, Oregon; vice-chair- 
man; Allyn, Connecticut; Bowles, Vir- 
ginia; Cravey, Georgia; Harris, Minne- 
sota, and McKenzie, Arkansas. 
Subcommittee on qualifications of ex- 
aminers, preparation of manual and ex- 
amination of rating organizations 
Bowles, Virginia, chairman; Harris, 
Minnesota; Thompson, Oregon 
Fraternal Sullivan, Washington; 
chairman; Malone, Pennsylvania, vice- 
chairman; Parkinson, Illinois; Butler, 
West Virginia; Jackson, Missouri; 
Holmes, Montana; Stone, Nebraska; 
Shield, Ohio, and Sullivan, Kansas 
Subcommittee on N.F.C. mortality 
table—Charles Dubuar, New York, chair- 
man; C. J. McCann, Florida, vice-chair- 
man; G. Y. Keetch, Texas; R. M. Fenker, 
Mississippi; J. S. Maine, Tennessee; G. 


Berger, 


H. McAteer, Washington; Albert Burger, | 


Minnesota. 

Laws and legislation—Butler, Texas, 
chairman; Jackson, Missouri, vice-chair- 
man; Thompson, Oregon; Sullivan, 
Washington; Downey, California; But- 
ler, West Virginia; McKenzie, Arkansas; 
Kavanaugh, Colorado; Pearson, Indiana; 
Cravey, Georgia; Hubbard, Idaho; Apo- 
daca, New Mexico; Soule, Maine. 

Life—Dineen, New York, chairman; 
Shield, Ohio, vice-chairman; Thompson, 
Oregon; Bisson, Rhode Island; Alex- 
ander, lowa; Gwaltney, Alabama; Butler, 
Texas; Kavanaugh, Colorado; Soule, 
Maine; Parkinson, Illinois; Harris, Min- 
hesota; Hemenway, Vermont; _ Stone, 
Nebraska; Harrington, Massachusetts 
and Hubbard, Idaho. 

Subcommittee on gain and loss ex- 
hibit—Dineen, New York, chairman; 
Shield, Ohio, vice-chairman; Dickerson, 
New Jersey; McCormack, Tennessee and 
Harris, Minnesota. 


Subcommittee. on standard non-for- | 
feiture and valuation laws—R. O. Hooker, | 
Connecticut, chairman; W. H. Bittel, New | 


Jersey; R. M. Fenker, Mississippi; Ray- 
mond Harris, New York; T. T. Chamber- 
lain, Texas; J. S. Maine, Tennessee; C. J. 
McCann, Florida; G. H. McAteer, Wash- 
ington; C. D. Spangler, Nebraska. 

Social security — Alexander, Iowa, 
chairman; Dickerson, New Jersey, vice- 
chairman; Carlson, Utah; Mueller, South 
Dakota; Krueger, North Dakota: Hub- 
bard, Idaho; Dickey, Oklahoma; Martin, 
Louisiana. 

Taxation 
Pearson, 
North 


(including real 
Indiana, chairman; 
Dakota, vice-chairman; Hemen- 
Vermont; Donovan, Nevada; 
*, North Carolina; Barrus, Wyo- 
:; Butler, Texas, and Swain, Dela- 


estate) — 
Krueger, 


Unauthorized Insurance — Dickey, 
Oklahoma, chairman; Hemenway, Ver- 
mont, vice-chairman; Barrus, Wyoming; 


Butler, West Virginia; Mueller, South 
S Dakota; Swain, Delaware; Donovan, 
Nevada; Hubbard, Idaho; and Holmes, 
Montana. 


Valuation of Securities—Harrington, 


Massachusetts, chairman; Gough, New 


ersey, vice-chairman; Alexander, Iowa; 
Pennsylvania; Sullivan, Wash- 
Dineen, New York; McKenzie, 


lone, 
hgton; 











Subcommittee—Dineen, New York, 
chairman; Gough, New Jersey; Malone, 
ee ee Harrington, Massachu- 
setts. 


Kerr Leaves Ohio Dept. 


Joins Farm Bureau Group 

Dean M. Kerr, former chief examiner 
in the Ohio department has gone with 
the Farm Bureau insurance group as 
policyholder relations consultant. 

‘Mr. Kerr has been connected with in- 
surance for nearly 20 years. Before 
becoming chief examiner he was for 
eight years senior examiner. Previous 
to that he was for 11 years an agent 
of Equitable of Iowa. 


Manhattan Field Hosts to 
Congregate Near Chicago 


A home office contingent including 
President J. P. Fordyce and Vincent 
W. Edmondson, agency vice-president, 
is scheduled to attend the annual field 
conference Sept. 21-24 in Hotel Moraine- 
on-the-Lake, Highland Park, Ill. Others 
expected to attend from New York are 
Sam Ockerman, chief underwriter, and 
several agency department assistants. 

President Fordyce will present com- 
pany awards to leading agents, and also 
Manhattan club certificates. 


VA May Set Up Regional 
Offices for Insurance Work 


WASHINGTON—There is talk in 
VA circles about the possibility of con- 
solidating VA insurance work now scat- 
tered among a number of branch offices 
throughout the country into perhaps 
half a dozen regional offices at centrally 
located points. 

Complete “recentralization” of all 
veterans insurance work in one place, 
VA people believe, will be impracticable 
in view of the large amount of space re- 
quired. 





Where ts 





The Rome we speak of is a thriving community in northwest 
Georgia. But it is important to the Franklin Life as the headquarters 
of one of our leading agencies. General Agents Knox and Henderson 
Wyatt are second generation Franklinites, their father having started 
the agency in 1911. 

At the end of seven months of this year Rome stands in seventh 
place among Franklin agencies with well over $2,250,000 of paid 
business. A cousin, Wyatt Ransom, has paid for over $380,000 dur- 
ing this period. Knox has paid for over $370,000. And brother 
Henderson has paid for over $280,000. Three other members of the 
agency have each paid for in excess of $200,000. 

; Commenting on the agency performance Knox says, “I realize 
that we are only average. But I think we demonstrate the value of a 
Franklin franchise for a small town operator, since our activities are 
in small localities in not too rich a section.” 

Knox is unduly modest. We are tremendously proud of him, 
his brother, and his wonderful associates. Last year his cash earnings 
exceeded $30,000. His brother earned well over $17,000. Ransom 
exceeded the $15,000 figure. The other three—relative newcomers 
—will certainly be up in the top income bracket for 1948. 

A Franklin franchise is indeed valuable—in Rome or elsewhere. 





Over $600,000,000.00 insurance in force 
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Eliminating Bad Speech Habits 


Many of us have bad speech habits, 
some of them offensive—others never 
seem to irritate our listeners. Those in 
the insurance business are constantly 
talking to the public and many of the 
more learned are often sought as speak- 
ers for many programs, including some 
of the state and national insurance con- 
ventions. 

If some speakers attempted to study 
some of their more obvious speech faults 
before the program and then resolve to 
eliminate or—at least—keep them to a 
minimum it would prevent a glaring 
fault or the repetitive use of one word 
which destroys the good impression the 
speaker hoped to make. 


‘For example, an authority on selling, 
presumably conversant with the taboos 
of public speaking, began sentences with 
the word “now” at least 30 times, by ac- 
tual count! In the transcribed version of 
the speech, one page alone had four con- 
secutive paragraphs beginning with 
“now.” 

Some of us have other pet words or 
phrases which, by their constant use 
have anaesthetized us so much that we 
are not aware of our bad taste. Now, 
don’t take this so seriously that you 
emasculate a colorful speech style, but 
it would be well to make an inventory of 
your speech habits. Your listeners will 
appreciate it. 


Folly of One Man Organizations 


In these days when organizations and 
individuals are put to a severe test as 
to efficiency and usefulness it is interest- 
ing to analyze the different offices and 
evaluate their effectiveness when the 
strain is on. 

It is very apparent that organizations 
that are dominated by one man reveal 
many weaknesses. This is due to the 
fact that people up and down the line 
have never been trained or taught how 
to assume responsibility. A number of 
new faces are seen at desks and those 
that have been in the organization do 
not endeavor to be school teachers. 
The one man organization has proved 
a great weakness. 

In times of strain and stress there 
is great need for cooperation up and 
down the line, for every man and 


woman to do his part the best he can. 

The offices that have thrown responsi- 
bility on employes and developed their 
capabilities are making a_ splendid 
showing. No person in an organization 
can grow unless he is given the food on 
which to build his strength. He must 
make decisions himself, he must take 
chances, he must make mistakes, he 
must learn from experience. If on the 
other hand he is dependent on someone 


else all the time he stays in a state 
of weakness and inertia. 
The successful organization teaches 


men how to reach decisions as correctly 
as possible. When the immediate 
superior is away the next man in charge 
should be allowed to make decisions. 
He should bear the consequences, 
whether right or wrong. 


PERSONAL SIDE OF THE BUSINESS 





Milton A. Link, manager Bankers 
Life of Iowa at Seattle, served as chair- 
man of the committee for the grand 
chapter ball at the national convention 
of Sigma Chi fraternity held in Seattle. 
He is vice-president of the Seattle 
alumni of Sigma Chi, 

Clifford Amos, recently appointed gen- 
eral agent of Ohio State Life, Lexing- 
ton, Ky., has just returned from a naval 
cruise to Turkey, Greece and Palestine. 

Herbert R. Hill, district manager at 
Richmond for Life of Virginia, injured 
his spine while descending a stairway 
in his home. He is a candidate for re- 
election as national trustee for National 
Assn. of Life Underwriters, 

Tom Strange, Jr., 17-year-old son of 

. Strange, manager of Ohio 
National at. Cincinnati and president of 
Cincinnati Associated Life General 


Agents & “Managers, was a leading con- 
tender in the national amateur golf 
championship tournament at Memphis. 
One of the youngest players to partici- 
pate, Mr. Strange was medalist in the 
sectional play-off and won the first 
round in the national meet. 

Harold A. Meyer, district manager 
John Hancock, Springfield, Ill., has been 
elected president of the Exchange Club. 
He is a past president of another Ex- 
change Club, at Port Chester, N. Y. 

Because he was ill most of the sum- 
mer, Marvin H. Abernathy of Cochran, 
Va., one of the premier producers of 
the W. Tolar Nolley agency of North- 
western Mutual Life at Richmond, was 
unable to participate actively in the 
Southern Feud contest which ended 
Aug. 31 with the Nolley agency on top 
as it was last vear. Heretofore, Mr. 


Abernathy has been up in the forefront 
as a producer in these contests. 

John L. Sonderegger, who has re- 
ceived temporary appointment as Wis- 
consin insurance 
commissioner and 
is destined to be 
installed in that 
position on a 
permanent basis, 
presently is also 
state treasurer of 
Wisconsin. He was 
born at Milwaukee 
in 1914 and was 
educated in Mil- 
waukee grade and 
high schools. He 
received a Ph.B. 
degree from Uni- 
versity of Wiscon- 
sin in 1940. At the time of his 
appointment as state treasurer just a 
year ago he was secretary and con- 
troller of the Rennebohm drug stores 
at Madison. These stores are operated 
by Gov. Rennebohm of Wisconsin, 


gow DEATHS 





J. L. Sonderegger 











E. J. McGivney of 
Pan-American Dies 


Eugene J. McGivney, vice-president 
and general counsel and one of the 
founders of Pan-American Life, died 
Sept. 6 at Gulfport, Miss. He was 
stricken Friday night at Gulfport where 


he had gone for a short vacation, and 
he died early Monday morning. 
A native of New Orleans, Mr. Mc- 


Givney graduated from Louisiana State 
University as a member of the first law 
class. While a very young man he was 
appointed assistant secretary of state 
and insurance commisioner for Louisi- 
ana. For 14 years he successfully con- 
ducted the affairs of his office. His 
ability won him recognition as one of 
the most prominent insurance commis- 
sioners in the U He served as vice- 
president of Natjonal Convention of 
Insurance Commissioners and at his 
death was serving as Louisiana vice- 
president of the Legal Section of Ameri- 
can Life Convention. He was con- 
sidered one of the greatest authorities 
on insurance law in the country. 

At the time that Pan-American Life 
was organized, so great was his faith 
in the future of the company, he re- 
signed as insurance commissioner so 
that he could devote the necessary time 
to the legal affairs of the company. 

George A. Feguson, 89, died at his 
home at Columbus, O. He had been in 
the insurance business 69 years, the last 
41 with Columbus Mutual Life. 

William S. Drewry, 78, for many 
years general agent at Richmond of 
Mutual Benefit Life, died there. He was 
also general agent there at one time 
for Connecticut General. He retired 
some years ago. He was educated at 
University of Virginia and held a Ph.D. 
from Johns Hopkins. 

Mrs. DeForest Bowman, mother of 
Marquis Bowman, Chicago manager of 
Bankers Life of Iowa, died suddenly 
in Chicago. She was the widow of De- 
Forest Bowman, former general agent 
of the company at Chicago. 


Wis. Appointment 
Variously Appraised 


John Sonderegger, who has just been 
appointed insurance commissioner . 
Wisconsin, was highly praised in 
column written by Percy C. Hill in i: 
Milwaukee “Sentinel.” . 

Mr. Sonderegger is characterized as 
Gov. Rennebohm’s ace efficiency expert. 
He went to the capitol as a pinch- 
hitter expecting to stay a few weeks, the 
author states. He has spent a year 

“sweeping the cobwebs out of the state 
Treasury. .. 

“Now the office of insurance com- 
missioner has been vacated by another 
death and John will move over there 


next month, taking his broom with 
him.” 
The writer states that this is some- 


thing new and refreshing in political ap- 
pointments. Instead of filling the: 
vacancies with influential people, the 
governor has “set a standard of single- 
minded efficiency, for which he pulled 
the secretary-controller out of the Ren- 
nebohm Drug Co.” The writer states 
that Mr. Sonderegger’s only interest ina 
government job “is to do up brown 
whatever chores the boss assigns.” He 
states that after revamping the ‘insur- 
ance office as he finds necessary, he will 
yield it to a permanent commissioner. 

Mr. Hill goes on to relate some of 
the reforms that Mr. Sonderegger has 
accomplished as state treasurer. 

A contrary opinion was voiced by 
Ralph Immell, Republican aspirant for 
governor of Wisconsin. In an address 
at a meeting of Farmers Union of Wis- 
consin, Immell assailed the appointment 
of Mr. Sonderegger “as another ex- 
ample of the unfolding personal pattern 
of state government.” 

Immell charged that public interest 
and that of the insurance business was 
put in the background when Sondereg- 
ger, “the treasurer of my opponent's 
chain store system, with no previous 
experience or knowledge of the com- 
plex and controversial problems of the 
insurance business, was named.” Im- 
mell said he knows a dozen young in- 
surance men who would bring ability 
and wide knowledge to the office. 


Wins Mutual Life Cup as 
Outstanding Agent of Year 


Walter W. 
been named the 
underwriter of the 
year.” Presented 
with a sterling sil- 
ver cup 19 inches 
high and 11 inches 
in diameter, Mr. 
Jones became the 
first Mutual Lue 
agent to receive the 
award. 

The presentation 
was made before a 
gathering of com- 





Los Angeles, has 


Jones, 
“field 


Mutual Life’s 





pany officials ana 
more than 150 
members of the  wanter w. Jones 


Top Club, the corn- 

pany’s highest honor group, at a_three- 
day business and educational conference 
at Mackinac Island, Mich. The cup was 
donated last year by 10 past presidents. 
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Provident Mutual Rally Sets Record 


(CONTINUED FROM PAGE 5) 





most universal acceptance as a sales 
document bv Provident agents, the orig- 
inal purpose of the chart, which was to 
serve as part of a direct mail campaign 
jor prospecting purposes, should not be 
lost sight of, Mr. Hofmann said. 

Clarence Tobias, Jr., general agent at 
Norristown, Pa., who has closed over a 
million dollars of production every year 
since 1944, when he resigned as_ head- 
master of a boys’ school to become a 
life insurance agent, added his testimony 
to the theme that good programming 
leads to good prospecting. 

Mr. Tobias, who uses the “chart for 
living” in all his work, says: “My pros- 
pecting is based on prestige and pres- 
tige is based on the service I render. I 
never see anyone unless a client has first 
given me a note of introduction to him. 
Since I entered the business four years 
ago I have obtained 2,950 introductions 
of which I have 1,413 in my file still to 
be visited. 

“More men fail to fulfill their poten- 
tialities in this business for lack of pros- 
pects than for any other reason. And 
more men lack prospects because they 
do not ask for them than for any other 
reason.” ; 

Medical Director Ernest J. Dewees 
traced the important milestones in the 
development of life insurance medicine, 
and introduced his associate medical di- 
rector, Dr. Paul H. Langner, Jr., who 
spoke on the philosophy underlying the 
selection of risks. 

“To qualify for standard insurance, an 
applicant does not have to be free from 
impairments. We do not expect to find 
many perfect physical speciments. Our 
interest is in the effect of an impairment 
on longevity and the ability of an indi- 
vidual to adjust himself satisfactorily to 
the demands of average living. A man 
may be rejected for military service be- 
cause of a perforated eardrum, blindness 
in one eye, or absence of a hand or foot. 
Yet if these impairments cause him no 
concern and he is able to function ade- 
quately from an emotional and economic 
basis, such an individual may be a good 
risk for standard life insurance.” 

F, Phelps Todd, vice-president and in- 
surance supervisor, presented a revised 
application blank designed to facilitate 
the work of the agent in securing signa- 
tures for all types of ownership of in- 
surance. This part one contains simpli- 
fied questions regarding aviation and has 
other features which will aid the agent 
ia presenting complete information to 
the home office. 

A new “build chart” containing modi- 
fications of company rulings on over 
weights and underweights was also 
given to the field force. This embodied 
liberalizations in underwriting which 
have been adopted recently. 

Finally it was announced that the 
company had increased its limits for the 
acceptance of accidental death benefits 
irom $25,000 to $50,000. 

Edward W.. Marshall, vice-president 
and actuary, discussed the recurring 
Waves of term insurance sentiment 
which have affected the life insurance 
sales picture over the years. He pointed 
to the renewable term insurance devel- 
opments of the 19th century and the dis- 
appointment which arose as premiums 
increased and policies lapsed. He like- 
Wise reviewed the professional twisters’ 
methods which developed after the first 
world war and showed how the substi- 
tution of term for permanent insurance 
failed as an answer to human problems 
as the great depression of the thirties 
made independent investment of funds 
disastrous in many cases. 

When the average portfolio of com- 
mon stocks declined in value from $100,- 
0 in 1929 to $16,000 in 1932, and bonds 
depreciated in value by one-third, life in- 
surance cash values were still worth 100 
cents on the dollar, As a result, the 
pendulum swung away from term insur- 
ance to the purchase of the permanent 
values of the other types of life insur- 
ance, 

The field of business insurance came 


XUM 


in for considerable discussion as a 
source of agent as well as client security. 

Francis J. Conlin, Ann Arbor, indi- 
cated the need for increasing business 
insurance cOveage. Quoting the Mc- 
Graw-Hill study of 12,000 wholesalers, 
Mr. Conlin stated that only 25% carried 
business insurance, 8% additionally so- 
licited but did not buy, and 67% had 
never been called on. With 80% of the 
property values of the United States in- 
sured, only a minor fraction of the hu- 
man life values in business has been cov- 
ered, Mr. ‘Conlin said. 

W. Robert Moore, Decatur, Ill., a 
member of the Million Dollar Round 
Table, also stressed business insurance 
angles. He suggested key man insur- 
ance as the most worth-while field, but 
added sole proprietorship as a greatly 
neglected area. Automobile dealers, 
whose franchise cannot pass by inherit- 
ance, are open to the sale of insurance 
as indemnity for a producing force that 
can not be passed on to the dependents 
of the owner. 

Edwin N. Weller, assistant counsel, 
outlined the effects of marital deduction 
legislation on the life insurance market. 


Although savings are now possible 
under the new law, Mr. Weller said, care 
should be taken never to sacrifice sound. 
purposeful estate planning for a tempo- 
rary tax saving. If increased taxes are 
necessary to make sure that an estate 
reaches those for whom it is primarily 
designed, it is better to provide new in- 
surance than to sacrifice the goal. 

The need for funds to pay taxes is as 
great as ever, he said. This year’s legis- 
lation has merely shifted the time when 
the taxes are payable. In addition, gifts 
to children are more advantageous than 
ever before. 

General Counsel Thomas A. Brad- 
shaw spoke on the opportunities for de- 
ferred compensation plans in the light 
of pending legislation at Washington. 

Kenneth L. Anderson, New York City, 
closed the week’s sessions on an inspira- 
tional note. 

“It is a peculiar thing that most of us 
entered this business because the possi- 
bilities in the commission type of earn- 
ing was more attractive than the se- 
curity of a job with salary, and now, in 
retrospect, we can see that it is we who 
have the security,” he said. “For the 
life insurance agent, security is a two- 
way street. At one end is financial well- 
being; at the other are satisfaction, inde- 
pendence, happiness, and pride. When 
we help others, we also help ourselves.” 


It 


President M. A, Linton made a talk 
on “Security in Today’s Economy,” 
which is reported elsewhere in this issue. 
In addition to the business sessions, 
delegates to the convention enjoyed bus’ 
trips to Moraine Lake, Lake Louise, ‘ard: 
Emerald Lake. A night of games, .an. 
afternoon of sports, and a dinner dance 
rounded out the recreational program. 








Campaign Honors Adams | 


A campaign in honor of Claris Adams, 
president of Ohio State Life, will be 
put on by the field force to last from 
Sept..13 to Oct. 30. The campaign. will 
be directed by E. G. Siefert of Marion, 
chairman; Carl Adams, Cleveland, see- 
retary; R. G. Leuzinger, Columbus; 
James C.. McFarland, Cincinnati, and 
Spottswood W. Duke, Dayton. 

The leading agency in the campaign 
will be awarded the president trophy. 
Every agency which exceeds its quota 
and individual leaders will receive 
awards. 





Townsend Before Supervisors 

The Life Agency Supervisors Club of 
Chicago at a luncheon meeting Thurs- 
day heard a talk by Frank S, Townsend, 
manager of Connecticut General in Chi- 
cago. 











Complete Group Coverage 


The Lincoln National representative can offer his Group 
insurance prospects a complete line of employer-employee 
benefit programs. He stands ready to meet the prospect’s 
needs — whether the situation calls for Life coverage, acci- 
dental death and dismemberment, accident and sickness, 
hospital expense, surgical expense, employee insurance, or 
retirement plans. 


This complete Group insurance service provides another 
reason for our proud claim that LNL is geared to help its 
field men. 


The 


Its Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiane 
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AMONG COMPANY MEN 





Mutual Advances 
Wilson, Cole 


James Wilson, Jr., and George A. 
Cole have been advanced to assistant 
secretaries of Mutual Life. Mr. Wilson 








; 2 Winning Campaign Literatur R; 


formerly was superintendent of the pur- 
chasing division and Mr. Cole was su- 
perintendent of the policyholders serv- 
ice division. 

Mr. Wilson, who is 36, joined Mutual 
Life 21 years ago as an office boy. In 
1935 he was named secretary to the 
purchasing agent, in 1939 assistant pur- 
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Visual Sales Aids Swing Prospects 
into General American Life Camp! 


Sales aids that tell and sell the prospect are the keynote of 


campaign strategy at General American Life . . 


. effective 


sales builders that answer the prospect's question ... “What will 
it do for me?” Visual selling aids...How to Plan... My Plan 
Works... Who Pays the Bills...to mention a few, provide 
powerful ammunition to our agents in the campaign of winning 
policyholders and influencing prospects! Winning campaign 
literature is but one of the many phases of home office support 
that gives added meaning to the phrase . . . you're ALWAYS 


IN BUSINESS with 
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$390 to *6°° single 


1000 Rooms — 1000 Baths 









WHERE YOUR COMFORT COMES FIRST 


Single room with bath from $8.00 
Double room with bath from $5.00 





Prince George Hotel 


at 14 East 28th Street New Yor 16, NY. 


Charles I 





Roeers, Ir. ~ 


Vita ve r 


chasing agent and four years later su- 
perintendent of the purchasing division. 
He is chairman of the auditing commit- 
tee of the New York Purchasing 


Agents’ Assn. 
Mr. Cole, 43, has been with Mutual 





George A. Cole James Wilson, Jr. 


Life since 1922, when he became a clerk 
in one of the New York City agencies. 
He became an assistant cashier and 
cashier, superintendent of, the policy- 
holders service division. He graduated 
from New York University in 1932. 


Chace, Prudential 
V.-P., Retires After 
43 Years’ Service 


George H. Chace, vice-president of 
Prudential, has retired under the com- 
pany’s retirement plan, after over 43 
years of service. 

Mr. Chace, who joined Prudential in 
1905, after leaving Harvard, is widely 








GEORGE H. CHACE 


known throughout the field organization 
because of his many years with the or- 
dinary agencies department. He was 
placed in charge of the department in 
1929, when that activity was established 
as a separate unit. He became a 2nd 
vice-president in 1936, and has been a 
vice-president since 1938. 

Previously, Mr. Chace had been ex- 
ecutive secretary to the late President 
Edward D. Duffield and had served as 
manager of the southern group of ordi- 
nary agencies. 


Two Home Office Inspectors 


F. F. Beltran and F. R. Petersen 
have been promoted to home office in- 
spectors by Unity Mutual Life & Acci 
dent.. Mr. Beltran formerly was at the 
San Francisco office and Mr. Petersen 
oI been assistant manager at Berkeley, 

al, 


Republic Nat'l Ups Two 


Republic National has appointed C. E. 
Shedd as director of A. & H. sales. For 
several years he has been director of 
agency training and education. He has 
had many years in the field as agent 
and supervisor. 

Lyman E. King, who has been asso- 
ciate director of agency training, be- 








comes director of agency training ang 
education. He has had many years ex. 
perience as an agent, general agent ang 
supervisor, He is a C.L.U. and at one 
time served as actuary of the Kansas 
department. 








SALES MEETS 


N. E. Mutual Holding 
Southeastern Rally 


Nearly 100 representatives of New 
England Mutual Life’s 12 southeastern 
general agencies are “meeting -at the 
General Oglethorpe hotel in Savannah 
this week, for three days of education- 
al and recreational activities. 

Vice-president and Secretary Philip 
C. Raye will open the convention with 
a report to the field force. Charles F, 
Collins, agency secretary, will serve as 
chairman the first day. 

E. Douglas Gunter, Richmond: 
George F. Harms, Jacksonville; Charles 
W. Hurst, general agent in Savannah: 
Edward L. Farnham, Knoxville; Carl S. 
Ingle, Jacksonville; T. Ladson Webb 
Greenville; and Daniel L. Williams 
Richmond, will take part with Edwin 
W. Folsom, home office training assist- 
ant, in two panels, “Find Your Market” 
and “Seeing .. . Sells.” 

Wilson Williams, general agenr in 
New Orleans, and Benjamin W. Davis, 
general agent in Richmond, will be the 
featured speakers at the convention din- 
ner, 

Thomas C. Nicholls, Jr.. New Or- 
leans; Fred H. Bunnell, Richmond; 
John W. Ayer and Dr. Milton H. Clif- 
ford, home office executives; Archie B. 
Carroll, Jr., general agent in Charlotte; 
Linwood Butterworth, general agent in 
Atlanta; and James M. Newton, 
Richmond, will conduct the program 
during the second day. 

The last day, which will be devoted 
to “alumni” of home office refresher 
courses, will feature a “Telephone Is a 
Time Saver” panel with Edwin W. Fol- 
som; E. Dickey Boyd, Atlanta; W. 
Bailey Johnson, Atlanta; Emmett 0. 
Kirkland, Birmingham; and Talmage B. 
Skinner, Greenville, as speakers. 

Following a demonstration by C. 
Allen Hopkins, general agent in Mont- 
gomery, Emanuel Schatten, Nashville, 
John A. McSween, Knoxville, and Reid 
S. Towler, Charlotte, the convention 
will close with an address by B. B. 
Plyler, Jr. Charlotte, entitled “Plan 
for Power.” 








Celebrate Founding 
of Nylic Clubs 


More than 2,100 New York Life 
agents who have qualified for member- 
ship in the 1948 Nylic production clubs 
will attend fifteen educational confer- 
ences in September and October, mark- 
a ae golden anniversary of the Nylic 

ubs. 

_ The program opened with the meet- 
ing of the Top Club Council, whose 
membership comprises the 200 top pro- 
ducers in the field force, at White 
Sulphur Springs, Sept. 7-11. George L. 
Harrison, chairman, Devereux C. Jo- 
sephs, president, and other home office 
representatives were present. 

Regional meetings of the Top Club 
are scheduled as follows: Sun Valley, 
Sept. 15-18; Saranac, N. Y., Sept. 20-23; 
Colorado Springs, Oct. 4-7; and Edge- 
water Park, Miss., Oct. 11-14. 

Regional meetings of the Star Club 
will be held at Old Point Comfort, Sept. 
13-15 and Sept. 16-18; Maplewood, 
N. H., Sept. 14-16: Excelsior Springs, 
Sept. 22-24; Yosemite National Park, 
Sept. 23-25; French Lick, Sept. 26-28; 
Colorado Springs, Sept. 27-29; Victoria, 

. C., Sept. 28-30; Bretton Woods, 
N. H., Sept. 29-Oct. 1; and Chicago, 
Sept. 30-Oct. 2 

At all of the Nylic Club meetings 
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this year, recent developments in life 
insurance will be studied. Home office 
staff members will explain new pro- 
cedures, and field representatives will 
discuss new and proved sales techniques. 
At each meeting, also, the club’s repre- 
sentative on the agents advisory council 
will report on the year’s activities of 
the council. 

The Top Club Council meeting at 
White Sulphur Springs opened with 
Dudley Dowell, vice-president, presid- 


ing. Among the agents who spoke at © 


the various sessions were Edward J. 
Mintz, Salinas, Cal., president of the 
1947-48 Top Club; Reed W. Brinton, 
Salt Lake City, president of the 1946-47 
Top Club; Edwin T. Golden, San Fran- 
cisco, national vice-president of the 
1947-48 Top Club; Darrell L. Byington, 
Tacoma; Arnold Domenitz, New York 
City; Wade B. Perry, Atlanta; and 
C. G. Scheid, Cleveland. 

Home office speakers, in addition to 
Mr. Harrison and Mr. Josephs, were 
Richard K. Paynter, Jr., vice-president 
and treasurer, Stephen M. Foster, eco- 
nomic advisor, and Charles J. O’Connell, 
field secretary. 

One entire. session was devoted to a 
panel discussion in advanced underwrit- 
ing, with Raymond C. Johnson, assist- 
ant vice-president, presiding and George 
J. Marsh, director of the sales methods 
research division, acting as chairman. 
Participating in the panel were Walter 
D. Freyburger, counsel, and Joseph D. 
Herring, research consultant, both of 
the home office, and the following mem- 
bers of the Top Club Council; D. Lee 
Ballard, Savannah; D. H. Coakley, Jr., 
Boston; R. C. Holland, New York City; 
._ E. Josephs, Charlotte; Isaac S. 
Kibrick, Boston; Rudolf L. Leitman, 
Detroit: Edward J. Mintz, Salinas; 
Elmer C. Moore, Wichita; Aubrey 
Peters, Chicago; and Ben H. Sekt, 
Sioux City. 

At the fiftieth anniversary dinner, 
William Edgar Reeve of New York 
City and John Ashley Jones of Atlanta, 
agents who have been leaders in the 
field force for over 50 years, will be 
honored guests. 

The sessions will close on Sept. 11, 
with an open forum at which all home 
ofice personnel attending the meeting 
will answer questions from the floor. 





Atlantic Holds Rally at 
New Orleans; 150 Attend 


Atlantic Life held its annual agency 
convention in New Orleans this week. 
About 150 attended. They were greeted 
by President Robert V. Hatcher. Other 
speakers included Charles J. Zimmer- 
man, associate managing director of 
LILA.M.A., and A. R. Jaqua, director 
of the Southern Methodist course. 


ACCIDENT 


Phoenix A. & H. Insurer Is 
Converted to Stock Basis 


Commercial Benefit, a stock company 
with $150,000 capital and $197,459 net 
surplus, has been formed at Phoenix, 
Ariz., and has taken over all the A. & H. 
business of a benefit corporation of the 
same name. The new company has been 
licensed in Utah and Nevada as well as 
in Arizona. 

The new company was financed by 
dividends and assignment of assets by 
policyholders of the benefit corporation. 
Those policyholders become the stock- 
holders of the new company without 
additional money being supplied from 
any other source. 
_ The stock company is a companion 
Mstitution to Commercial Life, which is 
a stock legal reserve life company of 
Phoenix, known as the Commercial 
Affiliated Companies. 

J. Carl Osborne is chairman and sec- 
fetary of the new company; Gene C. 
Powers, president and treasurer; E. J. 
Montague, executive vice-president and 
sales director; Paul M. Roca, legal 
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counsel; Lester T. Grimm, general sales 
manager and manager aeronautic divi- 
sion; J. €. Pew, assistant secretary and 
chief underwriter; E. J. Furst, assistant 
secretary-treasurer and comptroller; Dr. 
Norman Williams, medical director and 
Walter C. Green, consulting actuary. 





Tennessee Medical Care 
Insurance Plan Adopted 


NASHVILLE—A prepaid medical 
insurance plan covering “major and 
minor surgery, obstetrics, dislocations 
and fractures” was approved at a meet- 
ing here by the house of delegates of 
Tennessee Medical Assn. It provides 
full payment for all services to indi- 
viduals whose incomes do not exceed 
$2,400 and for families with income of 
not more than $3,600 a year. For those 


‘in higher income brackets, the benefits 


set up become cash indemnities against 
the physician’s charges. 

The association did not attempt to 
establish premium rates, stating that 
it desires to permit such .rates to seek 
their natural levels through competition. 
The plan provides that policies may be 
sold by commercial stock insurers 
licensed in Tennessee. 

Physicians may participate in the plan 
by signing an agreement with the asso- 
ciation. The plan permits the patient to 
choose his doctor from among those 
participating and also permits the doc- 
tor to accept or reject a patient. Repre- 
sentatives of several insurers counselled 
with the association on the plan as 
formulated. 


N. Y. Blue Cross to Pay Extra 
$21/. Million to Hospitals 


The New York Blue Cross Plan has 
adopted a formula which calls for $2% 
million in extra payments to its 260 
participating hospitals during the next 
year. It provides for payments to be 
revised quarterly upward or downward 
depending on living costs. New York 
Blue Cross payments to hospitalse for 
1948, including the supplementary pay- 
ments, are estimated at more than $32 
million. 

Initial payments to hospitals under 
the new formula will average $13.71 a 
day for private rooms, $14.59 for semi- 
private accommodations, and $12.00 for 
ward patients. Present daily payments 
average $12.47, $13.58 and $10.01 respec- 
tively. Blue Cross members who occupy 
private room accommodations pay an 
additional room charge directly to the 
hospital. 


Now Is the Time to Insure 
Grid Teams for Accidents 


At this time of year, alert agents are 
busy canvassing high schools, college, 
amateur and semi-professional football 
clubs in their communities to write 
athletic injury coverage. Such coverage 
has become so popular as to be standard 
in many sections of the country. Al- 
though most of it is still written on 
an individual team or school basis, there 
are several leagues and _ conferences 
which cover all their teams and in at 
least one state the association of high 
schools covers the players on each high 
school football squad within the state. 
In some instances, the schools pay all 
the premium, in others the premium is 
contributory, and in some of the smaller 
institutions, the individual players pay 
for their own protection. 

Football, is by a wide margin, the 
most dangerous of all team sports and 
it is not hard for school officials or par- 
ents to visualize the need for such cov- 
erage. Conferences, communities and 
individual schools always feel a respon- 
sibility for the care of injured players 
even though they are not legally liable 
to pay for their injuries. Team cover- 
age is an inexpensive way to meet this 
intangible responsibility, and because it 
is so easy to get this idea across, pro- 
ducers have very little trouble selling 
such coverage. Despite the popularity 
of the team accident coverage, there are 













You are faced with a 
case that involves a pen- 
sion plan with 100 or 
fewer lives, but manage- 
ment has not felt that it 
could commit itself to an 
indefinite cost factor and 
has previously failed to 
accept the pension plan 


idea for this reason. 








kK The EXTRA MAN typifies 
the specialized help that you as 
a broker can secure from your 
nearest Connecticut General 
office. The example above is 
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can issue guaranteed cost 


annuity contracts and can 


WHAT CAN 


THE EXTRA MAN* 
DO FOR YOU? 





Connecticut General 


insurance and retirement 


quote exact costs. In many 
instances this provides the 


key to a sale. 








one of many ways that the 
EXTRA MAN can help you 
build or conserve business. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIOENT IN: 
SURANCE. HEALTH INSURANCE 
AND ANNUITIES. ALL FORMS OF 
GROUP INSURANCE AND GrouPp 
ANNUITIES. PENSION TrusTs. 
SALARY ALLOTMENT INSURANCE 
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Our Direct General Agents Contract is especially designed to meet this challenge. 


Attractive Territory Available In 


KENTUCKY 
LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 
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Allen May, President 


You — 


The best opportunities for great service by and substantial income to experienced 
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Standard Formulae: 


Against the un-realized date 
with an accident: For the 
Individual, Insurance. And 
for the Underwriter, Rein- 
surance. For A. & H. and 
D. I., write 


MPLOYERS 
EINSURANCE 
ORPORATION 


KANSAS CITY, MISSOURI 
NEW YORK © CHICAGO © SAN FRANCISCO 











On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a 
frontier town of 8,000 people. 


The 81 intervening years have witnessed the 
development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 


manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 
































still plenty of such risks which have 
never been solicited for this type of in- 
surance. Insurers-frequently receive un- 
solicited requests for information. 

Coverage provided by the companies, 
varies but the usual form is unallocated 
medical reimbursement with a maximum 
of $500 for each injury. Most com- 
panies offer a form of up to $250 for 
each injury. There is usually a $10 de- 
ductible. The contract generally covers 
25 players or more, but teams of smaller 
size can qualify by paying a minimum 
premium. 

The contract usually covers injury 
during the three months season, includ- 
ing both practice and competition, and 
team travel to and from games. It cov- 
ers injuries in shower and locker rooms 
as well as on the field. Payment is made 
for hospitalization, surgical expenses, 
doctor bills and x-rays. Payment is 
usually made for injury to natural teeth, 
and diathermy is not covered. 

The premium for high school students 
is cheaper than that for college, ama- 
teur and_ semi-professional athletes, 
where the players are older and the 
play harder. The rates for $500 reim- 
bursement run around $2 per player on 
high school teams and $15 per player 
for college, amateur and _ semi-pro 
squads. 


List Philadelphia A. & H. 
Sales Congress Speakers 


Travis T. Wallace, president of Great 
American Reserve, Dallas, will be the 
dinner speaker at the Philadelphia, Bal- 
timore and Washington A. & H. sales 
congress at Adelphia Hotel, Philadel- 
phia, Oct. 1. He will give his talk, 
“Shooting the Moon.” 

At the afternoon session, speakers will 
include John B. Lambert, Mutual Benefit 
H. & A., Cleveland, who is president 
of the Cleveland association, and a 
member of the national executive board, 
on “Putting Color Into Your Sales 
Talk;” W. S. Cousins, supervisor of 
accident and health production for Aetna 
Life, and W. Stanley Stuart, General 
American Life, St. Louis. 

Clarence H. Carr, Columbian Na- 
tional Life, Philadelphia, is general 
chairman of the sales congress com- 
mittee. 








Opens Newark Group Office 


Washington National has opened a 


- special group office to handle temporary 


disability benefits business at Newark. 
It will write that business on groups of 
four or more and will pay standard 
group commissions on all T.D.B. busi- 
ness. The Newark office is under Group 
Supervisor Cyril D. Smith, who has 
been with the company since 1939. In 
addition to the Newark group office, 
Washington National has branch offices 
at Jersey City, Camden, Trenton, Atlan- 
tic City, Paterson, Plainfield, Engle- 
wood and Vineland. 





Group Policy for Boxers 


Continental Casualty is arranging a 
group accident policy to cover profes- 
sional boxers through four state athletic 
commissions. A percentage of gate re- 
ceipts or an amount furnished by pro- 
moters will finance insurance pools. 
There is a flat rate for each boxer. Bene- 
fits include death payments and weekly 
disability. The company emphasizes 
that boxers are uninsurable on an indi- 
vidual basis, 





Pan-American to Have 350 2 
at Havana Convention 


Pan-American agents from 22 states 
and from 13 Latin-American countries 
will gather in Havana, Sept. 21 at Pan- 
American’s first international conven- 
tion. Final qualifications have been 
completed and preliminary attendance 
checks indicate that there will be more 
than 350 present. 

While a few of the delegates will fly 
direct to Cuba, most will go by boat 
from Miami. 





CHANGES 


Fidelity Mutual Names ag 
Lippman & Lowy in Newark 


Lippman & Lowy, Inc., has been ap- 
pointed general agent in Newark for 
Fidelity Mutual Life, succeeding Harry 
P. Lowy, who died on Aug. 9, Mr 
Lowy was 59 years old and had been a 
general agent for Fidelity Mutual since 
1929. 

Bernard H. Lowy has succeeded his 
father as president of Lippman & Lowy 
He has been active in his father’s agency 
for many years. He was a major jn 
the air force in the war. 

Morris J. Lieberman, who is now sec- 
retary-treasurer of the corporation, nas 
likewise been a Fidelity representatiye 
for several years. 

The life department of Lippman & 
Lowy will be developed under the per- 
sonal direction of these two men. 

Fidelity Mutual also has another gen- 
eral agency in Newark headed by Frank 
Jannuzi. ; 








Hancock Names Group Men 


John Hancock has named Roland A. 
Kurtz group representative at Newark 
to service coverage under the New Jer- 
sey temporary disability benefits law. 
John D. Sherer has been appointed group 
service representative at St. Louis. 
Charles A. Adams has been appointed 
arene service representative at Philadel- 
phia. 





Hancock Advances Sasko 


George Sasko, assistant manager of 
the Warren, O., office of john Mak 
cock Life, has been named district man- 
ager of the company’s east central office 
in Cleveland. Alfred Bartoli was 
named assistant manager in Warren. 


Knibbs Handles 4 Counties 


J. William Knibbs, whose appoint- 
ment as general agent of National Life 
of Vermont at San Diego was reported 
in THE NATIONAL UNDERWRITER for Aug. 
20, graduated from Dartmouth college 
in 1934 and was for four years with the 
Guaranty Trust Co. of New York City 
before becoming an agent. ‘ 

Mr. Knibbs heads a new agency 
which is at 1616 Fourth avenue, and 
will cover San Diego, Imperial, Orange 
and Riverside counties. He has been 
assistant general agent at National’s 
large Manchester, N. H., agency. Mr. 
Knibbs is an easterner but became en- 
thusiastic about San Diego and its busi- 
ness opportunities when he was sta- 
tioned there while in the navy, prior to 
serving 11 months in the Philippine 
theater as a combat pilot. 








Prudential Promotes Four 


Prudential has named Thomas C. 
Walsh, Jr., home office training leader, 
district manager at Lynn, Mass. He had 
been an assistant manager in the Boston 
office one, when, in 1946, he was trans- 
ferred to Newark. He joined Prudential 
in 1939. 

William Hadfield, assistant district 
manager in Chicago district four to be 
manager of Chicago district 17 will fill 





PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident ond 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 


Paramount Publishing House 





6230 Waggoner Drive Dallas 5, Texas 
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= 
the vacancy created by the recent trans- 
fer of Clarence E. Swanson as manager 
of district 15. Mr. Hadfield started with 
Prudential in 1927, 

Devere R. Bird of Detroit district 
three will be assistant manager of the 
district's new detached assistancy at 
Adrian, Mich. He joined Prudential as 
q district clerk in 1934. 

Richard E. Mischler was promoted 
from agent to assistant manager of the 
Washington, Ind., detached office of 
the Vincennes district. Mr. Mischler 
succeeds John T. Livingston, retired. 





Tahmoush in Group Post 


Albert J. Tahmoush has been ap- 
pointed group pension representative at 
Chicago by Connecticut General Life. 
He is a graduate of Boston University 
college of business administration and 
school of law. He was in military in- 
telligence work with the army from 1943 
to 1945. He will cover the middle west- 
ern territory. He has been in pension 
work for Connecticut General at the 
home office for a year and a half. 


Columbian Nat'l Changes 


Columbian National has appointed 
Frederick M. Smail and Kenneth C. 
Penwell as home office group repre- 
sentatives for the New York area and 
New England region respectively. 

Mr. Smail is a former captain in the 
combat engineers, with European serv- 
ice. He has been engaged in Columbian 
group sales-service work in New Eng- 
land, New York, and New Jersey since 
1945. Mr. Penwell joined Prudential as 
territorial group representative in St. 
Louis in 1930. In 1943, he became 
Boston manager for John Hancock and 
later manager for western New England 
for that company. 








Thomas Harrisburg Manager 


William G. Thomas has been named 
district manager at Harrisburg for 
Equitable Society. He succeeds Ralph 
T. Hughes, who heads a new district 
at Lewistown, Pa.® 


Mehrbach to Newark 


Albert Mehrbach, Jr., has been ap- 
pointed assistant brokerage manager of 
Prudential’s Newark agency. Mr. Mehr- 
bach replaces Saul Vort who is man- 
ager of a new agency to be opened at 
Jamaica, N. Y., about Oct. 1. 

Mr. Mehrbach joined the Newark 
agency early last year after seven years 
with the company’s Eubank & Hender- 
son agency in New York City, and 10 
years in the home office. 


Boadway Detroit G. A. 


Harold A. Boadway has been pro- 
moted to general agent of Massachu- 
setts Protective and Paul Revere Life at 
Detroit. He succeeds Ira H. Blakely, 
ba retired under the company pension 
plan, 

Mr. Boadway has been with the com- 
panies since 1927 as agent, supervisor 
and general agent at Port Hudson, 
Mich., Detroit and Long Island, N. Y. 
He is a member of the executive 
board of Detroit A. & H. Assn. 











To Operate from Baltimore 


Manufacturers Life, which was re- 
cently licensed in the District of Co- 
lumbia, will not immediately open up a 
branch, but J. F. Crofoot, Baltimore 
manager, who has a number of ‘con- 
facts in Washington, plans to spend a 
certain amount of time in Washington 
teveloping brokerage business. 





Fred S. Wagoner has retired as assist- 
mt district manager of Prudential at 
Albany, N. Y. He joined the company 
1909, as an agent and was promoted 
0 assistant district manager in 1915. 
At a farewell party he was given money 
and a radio by the management of the 
office and a pen and pencil set by agents 
in his district. 
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COMPANIES 


Continental Ready 
to Give New Course 


Continental Assurance, after several 
months of work devoted to the prepara- 
tion of an entirely new and extensive 
training course, will start actual intro- 
duction of the course at a special school 
for trainers to be held at its home 
office beginning Sept. 20. 

Trainers sessions will be limited to 
a maximum of 25 general agents or life 
department managers and as many of 
these sessions will be held as necessary 
to accommodate all agency heads re- 
sponsible for life insurance operations. 

After the trainers’ sessions have been 
concluded, the home office school for 
trainees will get under way. However, 
before trainees will be accepted from 
an agency, the trainer himself must have 
completed the background course to 
enable him to lend intelligent guidance 
to new recruits and agency associates. 

After the basic course has been com- 
pleted, intermediate and advanced 
courses will follow. The company ex- 
pects to lend every cooperation and 
encouragement to representatives inter- 
ested in eventual C.L.U. qualification. 

The new sales training course, which 
will cover underwriting, selling and 
prospecting comprehensively, has been 
developed under the guidance of Robert 
B. Beck, director of field training, in 
close cooperation with the company’s 
general agents and managers associa- 
tion. He has been assisted by Barton T. 
Meays and John H. Rader, both of 
whom recently joined the Continental 
home office agency staff and were as- 
signed duties in the educational division. 


American Nat'l to Have 
Agents’ Training Program; 
Retains Ben Williams 


American National plans to develop 
a complete career training program for 
both ordinary and industrial agents and 
has retained Ben H. Williams, whose 
resignation from Mutual Life was an- 
nounced last week, as sales training 
consultant. Mr. Williams has developed 
training programs for the Bankers Life 
of Iowa, Southwestern Life and Mutual 
Life. 

Mr. Williams will conclude his con- 
nection with Mutual Life Oct. 9. He 
will then return to Washington for the 
balance of the year, during which time 
he will complete an assignment in con- 
nection with the army and air force 
recruiting program on which he is now 
working. He will go to Galveston in 
January to start work on American Na- 
tional’s program. 








North Carolina Mutual Life will con- 
duct a school in agency management 
at North Carolina College at Durham 
this week. Three instructors from 


Ordinary Net Gain in Half 
Year Shows Slump 


For the first six months life compa- 
nies operating in the United States had 
net gain of 7.23% ordinary in force, 
L.LA.M.A. reports, compared to 8.39% 
in the same period of 1947. The ratios 
are projected to an annual basis. Com- 
panies operating in Canada showed net 
gain 8.02% compared to 9.61 in 1947. 

New business in the half year for 
companies in the S. was 11.85% 
of life insurance on the books Jan. 1. 
Terminations from all causes were 4.62%, 
leaving net gain 7.23. Corresponding 
figures for the first six months of 1947 
were: New business 12.82, terminations 
4.43, net gain 8.39. 

In Canada the figures were 12.60% 
of the total ordinary in force Jan. 1, 
terminations 4.58%, net gain 8.02%, 
compared to 1947 figures of 14.27, 466 
and 9.61, respectively. 





L.I.A.M.A. are cooperating with the 
agency department. More than 150 man- 
agers, assistant managers and agency 
staff personnel will take part in the 
school. 


ASSOCIATIONS 


First of N.A.L.U. State 
Conferences Are Scheduled 


Directors of New Jersey Assn. of 
Life Underwriters and of local associa- 
tions thrughout the state will hold a 
two-day conference with officers of 
N.A.L.U. at Newark, Oct. 1-2. 

Principal speakers will be James E. 
Rutherford, executive vice-president, 
and Carlton W. ‘Cox, Metropolitan Life, 
Paterson, N. J., N-A.L.U. trustee. 

Two state conferences have been 
scheduled for California, at Los Angeles 
Oct 11-12 and San Francisco Oct. 15. 














L.U.T.C. Course at Richmond 


A two-year L.U.T.C. advanced train- 
ing course for life agents will open next 
month at Richmond, Va. Fred H. Bun- 
nell, New England Mutual Life, will be 
instructor. 


San Francisco—tThe first fall hancheon 
meeting Sept. 16 will feature presenta- 
tion of 84 quality award certificates, 
C.L.U. designations, 100% membership 
certificates to 24 agencies and the O. O. 
Orr Trophy to the member whose ac- 
tivity for the association was consid- 
ered most outstanding during the past 
year. 

Mrs. Jessica Somers Driver will dis- 
cuss methods of improving sales talks. 

Membership is now 666, the highest 
ever. 

Northern New Jersey—At the opening 


luncheon meeting at Newark Sept. 16, 
H. Bruce Palmer, vice-president in 
charge of agencies of Mutual Benefit 


Life, will speak. 

Salt Lake City—The first fall meet- 
ing Sept. 2 was sponsored by the Quar- 
ter Million Round Table. Elmer F. 
Davy, Home Life, gave a history of the 
Round Table, its aims and _ purposes, 
and Gerald L. Erickson, New York'Life, 
of the value of membership to a new pro- 
ducer. 

National quality awards were pre- 
sented to 25 members by C. C. Guilford, 
Northwestern Mutual Life. 


Lend $20 Million 

Associates Investment Co: of South 
Bend has negotiated a nine-year 274% 
loan of $20 million, of which $15 million 
has been borrowed from Equitable So- 
ciety and $5 million from Mutual Life. 
E. M. Morris, chairman, announced. 





ARE PROUD 


sales plans. 


Up 


Up 


Established 
1900 





CROWN LIFE REPRESENTATIVES 


Because ‘ ‘nothing succeeds like success’”’ 
...and each year for the past 47 years 
Crown Life has shown an increase of 
policies in force and assets. Maintaining 
this consistent record has opened new 
fertile fields for Crown Life represent- 
atives and provided them with consist- 
ently up to date policy contracts and 


GROWING—1947 New Business: 


GROWING—1947 Policies in Force: 
Up 16% to $541,872,892.00 


GROWING—1947 Assets: 


CROWN LIFE 


INSURANCE COMPANY 


The Crown Life is now licensed to operate in 
Alaska — California — Hawaii — Idaho — Indiana 
Louisiana — Michigan — Minnesota — Missouri 
New Jersey — New Mexico — North Dakota — Ohio 

Texas — Washington 


OF THEIR COMPANY 


13% to $114,923,282.00 


127, to $102,000,411.74 


Home Office 
Toronto — Canade 
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NEWS ABOUT LIFE POLICIES 
Guarantee Mutual Writes Fidelity Mutual Adds — 
5 Year Renewable Form New Term Plans 


avings 





GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 














LIFE AND CASUALTY 


INSURANCE COMPANY 


OF TENNESSEE 


OVER TWO MILLION 
POLICIES IN FORCE 


A. M. BURTON, President 


Home Office Nashville, Tenn. 





























Guarantee Mutual Life is writing five 
year renewable and convertible term in- 
surance in amounts as low as $3,000 to 
standard risks at ages 20-55 inclusive. 
At the end of each five-year term, pro- 
vided insured’s age nearest birthday 
does not exceed 60, renewal for another 
five year term will be automatically 
effected upon payment of the appropri- 
ate premium based on insured’s age at 
time of renewal. The contract finally 
expires at the end of the five-year term 
when the insured’s nearest birthday ex- 
ceeds 60. Minimum policy is $3,000. 

This plan remains convertible until 
policy anniversary on which insured’s 
age nearest birthday is 60. ‘Conversion 
may be either at attained age or as of 
date and age at beginning of five-year 
term during which conversion is made. 

In event of total and permanent dis- 
ability when policy contains waiver of 
premium rider, renewal at end of each 
five-year term will be automatic and 
the company will waive renewal premi- 
ums to the end of the final five-year 


term. : 
Annual premiums and _ illustrative 
dividends are shown below. Rates at 


ages 56-60 are for renewal only. The 
yearly dividend shown at the 1948 scale 
excludes year of original issue but in- 


cludes year of renewal. 
Age at Age at 
Issue Annu. Yrly. Issue Annu. Yrly. 


Ren. Prem. Divi. Ren. Prem. Divi. 


20 9.16 1.76 40 13.37 2.38 
21 9.21 1.79 41 13.88 2.41 
22 9.27 1.82 42 14.44 2.44 
23 9.34 1.85 43 15.06 2.47 
24 9.43 1.88 44 15.74 2.50 
25 9.53 1.92 45 16.47 2.54 
26 9.63 1.95 46 17.35 2.58 
27 9.75 1.98 47 18.29 2.63 
28 9.89 2.01 48 19.34 2.68 
29 10.04 2.04 49 20.47 2.73 
30 10.21 2.07 50 21.74 2.78 
31 10.40 2.10 51 23.11 2.83 
32 10.61 2.13 52 24.60 2.88 
33 10.85 2.16 53 26.24 2.93 
34 11.11 2.19 54 28.04 2.98 
35 11.41 2.23 55 30.01 3.04 
36 11.73 2.26 56 32.33 3.09 
37 12.08 2.29 57 34.80 3.14 
38 12.47 2.32 58 37.48 3.19 
39 12.89 2.35 59 40.40 3.24 

60 43.58 3.30 


—_—__— 


West Coast Life Revises 
Some Rates, Adds Form 


West Coast Life has reduced rates 
for the mortgage protection plan at cer- 
tain young ages, has added a 10 
year non-renewable additional protection 
agreement and has revised its premiums 
for disability income and $15 and $20 
family income plans. Illustrative family 


income rates are: 
10 Yr. Plan 15 Yr. Plan 20 Yr. Plan 
$15 $20 $15 $20 $15 $20 





Lloyds Covering Mortgages 


Mortgage cancellation insurance on 
an individual basis is being offered by 
W. E. Lebby, with London Lloyds as 
the insurer. It will make the monthly 
mortgage payments during total disabil- 
ity as result of accident or sickness up 
to three years; house confinement not 
required. All benefits are assignable to 
the lending institution. Also it will pay 
the entire mortgage if the disability ex- 
tends beyond three years. 


Republic National has reduced its 
double indemnity age limit to zero, 
eliminated the extra ratings for preg- 
nancy of less than seven months dura- 
tion and increased its non-medical 
limits to $7,500 for ages 0-44 inclusive. 
An additional $7,500 will be considered 
two years after issuance of the original 
non-medical policy. 


_ Fidelity Mutual will attach an addi. 
tional term rider providing a level 
amount of insurance for 20 years from 
date of issue to any new policy on the 
low rate life or higher premium plan 
Premiums on the basic policy must be 
payable for at least 20 years and the 
age of the applicant must be at least 
20 but not over 45. 

The amount of additional term insyr- 
ance may be either the same as the 
amount of the basic policy or twice that 
amount. 

Cash and loan values and extended 
term insurance benefits are available. 
During the first 10 policy years the 
term insurance may be converted as of 
attained age. 

_ Premiums, payable under the rider 
for 20 years, are: 


Age Pre. Age Pre. Age Pre. Age Pre, 
20 pa 27 6.14 34 9 41 


26 5.87 33 8.29 40 12:91 

_ A new participating yearly decreas- 

ing term policy, designed principally for 

mortgage insurance, has been _intro- 

duced. Premiums, level and _ payable 

for 80% of the period, are: 
25 20 15 5 


25 20 15 
zr. 2e. “FP. Yr. Yr. 
Age Pd. Pd. Pd. Age d Pd. Pd. 
20 5.50 5.17 4.90 36 9.33 8.18 7.26 
21 5.60 5.25 4.95 37 9.87 8.62 7.63 
22 5.71 5.383 5.01 38 10.45 9.10 8.03 
23 5.83 5.42 5.07 39 11.08 9.63 8.47 
24 5.96 5.51 5.14 40 11.75 10.21 8.95 
25 6.10 5.61 5.22 41... 10.84 9.47 
26 6.26 5.73 5.31 42 11.52 10.03 
27 6.45 5.87 5.42 3 12.25 10.64 
28 6.66 6.03 5.55 44 13.04 11.30 
29 6.89 6.21 5.69 45 - 13.89 12.03 
30 7.14 6.42 5.85 46 coves 
31 7.41 6.65 6.03 47 . 13.68 
32 7.71 6.90 6.23 48 - 14.61 
33 8.05 7.17 6.44 49 . 15.62 
34 8.42 7.46 6.67 50 16.70 
35 8.83 7.78 6.93 


Occidental Issues Group 
Mortgage Insurance 


Occidental Life has introduced a mort- 
gage cancellation plan on a group basis. 
It covers both death and disability. 

The master policy is issued to the 
lending institution, which in turn will 
submit to Occidental the individual ap- 
plications from the home buyers financ- 
ing through it. The applicant must be 
under 60, in good health, and must be 
generally acceptable as an insurance risk. 

At the insured’s death the insurer pays 
the mortgage indebtedness up to $10,000, 
the amount decreasing in proportion as 
the principal amount of the mortgage 
is paid off. In the event of total dis- 
ability the monthly mortgage install- 
ments will be paid after the policyholder 
has been disabled more than 30 days 
through accidental injury or sickness 
which prevents him from working. These 
disability payments will be continued by 
Occidental during disability until the 
insured reaches age 65 or until the end 
of the mortgage amortization period. 


Standard, Ore., Dividends 


_Standard of Oregon has increased its 
dividend scale on 2, 5 and 10 year term 
policies. First dividends under the new 
scale will be payable May 1, 1949. Illus- 
trative dividends are: 

r. 
Term 5 Yr. Term 10 Year Term 
Age Ist Yr. 1st 5th 1st 5th 10th 

15 2.77 2.77 2.81 1.78 1.83 1.90 

20 2.83 2.84 2.91 1.85 1.93 2.05 


25 2.96 2.97 3.07 1.99 2.10 2.99 
30 62.60 2.62 2.78 66 1.83 2.11 
85 2.33 2.36 2.61 1.42 1.69 1.97 
40 2.74 2.78 3.02 1.86 2.14 2.51 
45 3.22 3.29 3.62 2.41 2.79 3.26 
50 3.39 «3.48 3.91 3.17 3.65 4.26 
55 3.81 3.95. 4.49 4.22 4.84 5.53 


_ Standard of Oregon has announced 
its family income rider and mortgage 
cancellation policy now contain an 
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OO 
option allowing conversion to a perma- 


nent plan at attained age. Conversion 
may be made at any time in premium 
aying period. Maximum amount of 
converted policy is 75% of amount of 
insurance in force at date of conversion. 
This conversion privilege is made retro- 
active to all family income riders and 
mortgage cancellation policies now in 


force. 








600 Hancock Leaders 
Meet at Atlantic City 


(CONTINUED FROM PAGE 3) 


plan for the conduct our interviews. 
Since closing the sale is the objective 
of each action then each action is a 
part of the closing process. The close 
does not begin at some imaginary point 
along the interview”. : 

“Remove the aura of mystery with 
which many people in the life insurance 
business have clothed the subject of 
programming and it no longer appears 
as a complicated procedure but as a 
simple, humane, basic type of selling,” 
said Robert L. Pilon of Reading. 

“To me,” said Mr. Pilon, “program- 
ming is simplicity. It is not a com- 
plicated operation. Wherever you find 
human beings with problems, whether in 
the simplest abodes or in the finest man- 
sions, you will find prospects for pro- 
gramming. There are no magic formu- 
las; nor are there any problems in pro- 
gramming beyond the comprehension oi 
the average man possessed of a little 
imagination, a flair for showmanship 
and a real desire to help his fellow men 
solve their problems.” 

The by-products of a mortgage insur- 
ance sale can be even more valuable 
than the sale itself, according to John 
F. Battaile, Jr., Chicago. 

“When I deliver a mortgage redemp- 
tion policy,” said Mr. Battaile, “I al- 
ways go through the policy very care- 
fully with my client, showing him how 
it conforms to the proposal. Then I 
point out that he has taken care of an 
important step in his life insurance pro- 
gram. From this point on I talk income 
in order to get the man to thinking 
in terms of income again instead of a 
lump sum, which I was talking when I 
sold the mortgage policy. Then I cover 
readjustment income, income during 
children’s dependency period, income to 
wife, special requirements and of course 
his retirement income. In my first sale 
I found out how much life insurance this 
man owned and know most of his family 
data, so that I can move easily into pro- 
gramming.” 


John Newton Russell 
Award to F. H. Ecker 


(CONTINUED FROM PAGE 3) 


and third immediate past presidents of 
N.A.L.U. (Clancy D. Connell, Provi- 
dent Mutual, New York City and Wil- 
liam H. Andrews, Jr., Jefferson Stand- 
ard, Greensboro); the chairman of the 
Million Dollar Round Table (Paul H. 
Dunnavan, Canada Life, Minneapolis) ; 
the president of the American College 
of Life Underwriters (Dr. Solomon S. 
Huebner); the president of the Ameri- 
can Society of C.L.U. (William  S. 
Leighton, New York Life, Minneapo- 
lis); the president of the Institute of 
Life Insurance (Holgar J. Johnson); 
the managing director of L.I.A.M.A. 
(John Marshall Holcombe, Jr.); ana 
the recipients of the award in the three 
previous years. 

The basis on which committee granted 
the award was stated in the brochure 
in which it requested nominations for 
the award in 1948: “The committee sug- 
Sests that sustained and meritorious 
service, viewed in retrospect, be con- 
sidered as well as specific actions during 
a single year. In short, a person may 
be given the award for service rendered 
in the year 1948 or because of accom- 
Plishments over a long period. In any 
event, it is felt that the person to whom 
the award is granted must have rendered 
merce above and beyond the call of 
uty.” 
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Thore Treats Moot Points Under 1948 Revenue Act 





viding that the designated beneficiary 
has the unqualified power to withdraw 
part or all of the principal held by the 
insurer, or to commute and withdraw in- 
stalments certain. This power is known 
as the “right of withdrawal or commu- 
tation,” but expressed in terms of sub- 
paragraph (G) of the new law it is a 
power which the beneficiary exercises in 
favor of herself. Accordingly, one of the 
essential powers of subparagraph (G) 
fits general life insurance practice, al- 
though many companies discourage an 
unlimited power and recommend that 
the right of withdrawal be limited to a 
fixed amount annually. 


Mr. Thoré pointed out that in some 
states an unlimited right of withdrawal 
may destroy some of the protection that 
the beneficiary has against claims of her 
creditors. A number of statutes provid- 
ing for the exemption of the proceeds oi 
life insurance policies left with the in- 
surer from the claims of the benefici- 
ary’s creditors provide that an agree- 
ment that proceeds thus retained are not 
subject to process on a claim against the 
beneficiary prevents the subjection of 
the proceeds to the claim, provided the 
agreement was embodied in the policy 
or in a contract between the insured and 
the insurer, but not otherwise. 


The alternate power of subparagraph 
(G) to appoint the surviving spouse’s 
estate lies somewhere between the 
power of withdrawal or commutation 
and the power to designate individual 
payees, Mr. Thoré said. Since it is lim- 
ited to the appointment of the estate of 
the surviving spouse, it is not exposed 
to the testamentary objection, and from 
the standpoint of creditor claims seems 
more favorable than the power of un- 
limited withdrawal. 

Most insurance companies will permit 
an agreement which grants to the sur- 
viving spouse either or both of the pow- 
ers of subparagraph (G), he said. At this 
time, a few seem disposed not to permit 
the power to appoint the spouse’s es- 
tate. It appears, however, that the 
power. to appoint the spouse’s estate 
provides greater assurance that the de- 
cedent’s wishes will not be denied than 
does the power of unlimited withdrawal. 
A spouse might be sorely tempted to 
withdraw proceeds for use during her 
lifetime, but would entertain no desire 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


to defeat contingent payees through the 
exercise of the power to appoint her 
estate. 

Mr. Thoré cited the following provi- 
sions as being typical of those being 
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used by life companies which grant the 
power to appoint to the estate of the 
surviving spouse: 

Special provision: Settlement under 
this policy by reason of the death of 
the insured shall be made with the bene- 
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ficiaries and in the manner set forth in 
the special provision dated...........+..- 
attached to and made rt of this policy, 
except that said special provision shall 
be amended by the addition of the fol- 
lowing’ paragraph: “Anything in this 

pecial provision to the contrary not- 

ithstanding, it is hereby agreed that 
after the death of the insured, said wife, 
during her lifetime, without the consent 
of any other beneficiary, shall have the 
power of appointment in favor of her 
executors or administrators with respect 
to aly amount becoming payable here- 
under after the death of said wife. If 
such power is exercised as herein set 
forth, the interest of all other bene- 
ficiaries shall be excluded and upon the 
death of said wife, payment to such 
executors or administrators of any 
amount rem@ining shall be made in a 
single sum (any commutation of unpaid 
installments shall be on the same rate 
basis assumed in computing the amount 
of such instalments). Such appointmen® 
shall be made by written notice duly 
filed with the company at its home office 
and shall take effect only upon its en- 
dorsement by the company upon this 
policy or upon the supplementary con- 
tract, if any. 

Provided, however, that after my death 
the said payee, during her lifetime shall 
have the unqualified and exclusive 
power to appoint her executors or ad- 
minitrators to receive in one sum, upon 
the death of the said payee, the com- 
muted value of any remaining option 3 
payments necessary to complete the 
fixed period of 20 years. Any exercise 
of this power shall not be binding upon 
the company unless and until written 
notice thereof is received by the com- 
pany at its home office, but upon such 
receipt, such power shall be deemed to 
have been exercised as of the date the 
written notice was signed, whether or 
not the said payee is living at the time 
of such receipt, but without prejudice 
to. the company on account of any pay- 
ment made by it before such receipt. 
Payment made by the company pursu- 
ant to the exercise of such power by 
the said payee shall fully discharge the 
company from all further liability. 





NEED OF CONTROL 





Mr. Thoré said there has been a tend- 
ency to speak of the powers of appoint- 
ment in subparagraph (G) as requiring 
that the spouse have complete and un- 
bridled control over the proceeds, that 
insurers report that some policyholders 
and their attorneys have insisted that 
the surviving spouse be given the power 
to: appoint not only the spouse’s estate 
but also individual payees. However, 
the Senate report refers to the power to 
appoint for the benefit of others as a 
“lesser power” which will neither qualify 
fot the marital deduction nor destroy it. 
Since many insurérs for good and suff- 
cient reasons refuse to grant the power 
to appoint individual payees, the in- 


sistence upon such a power should be 
avoided because it is immaterial as far 
as: the’ marital deduction is concerned, 
said Mr, Thoré. So long as the surviv- 
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ing spousé has one of the major powers, 
additional powers are not essential. 
“The power to appoint individual pay- 
ees night become important if the sur- 
viving spouse exercises a power in favor 
of her estate and later, due to a change 
in circumstances, requests that the ap- 
pointment of her estate be revoked,” he 
said. “In order to meet this situation, 
some companies will include in the 
original contract the power to redesig- 
nate the payees originally appointed by 
the decedent. This would seem to be 
a sound provision because through it the 
decedent’s original intent would be ful- 
filled. The surviving spouse could 
achieve the same result through provi- 
sion in her will, but valuable contract 
rights must be preserved through a re- 
designation of the contingent payees. 


“However, it should be recognized 
that where the surviving spouse is 
granted the power to appoint to her es- 
tate it is not necessary that the power 
be exercised in order to qualify for the 
marital deduction. The marital deduc- 
tion depends upon the terms of the con- 
tract viewed as of the date of the de- 
cedent’s death and the subsequent exer- 
cise by the surviving spouse is immate- 
rial. If this is clearly understood there 
should be few cases in which the sur- 
viving spouse will elect to appoint her 
estate and hence a power to redesignate 
the original payees may be of little prac- 
tical importance. 

“Another misunderstanding finds its 
root in an abundance of caution. Some 
doubt is cast on the scope of subpara- 
graph (G), and as a result it is con- 
cluded that the only safe course is to 
avoid naming contingent payees. Under 
this tenuous approach, the surviving 
spouse’s estate would always be named 
as final payee. The desires of the pol- 
icyholder are thus unsatisfied in an en- 
deavor to achieve the marital deduction 
without resort to powers of appoint- 
ment. Without denying the seriousness 
of the many uncertainties presented by 
the 1948 revenue act, such a captious ap- 
proach seems unwarranted, except in 
rare cases where the designation of con- 
tingent payees is quite unimportant. 
Moreover, having established a_ plan 
which qualifies without resort to powers 
of appointment, nothing is accomplished 
tax-wise by requesting that the power 
of unlimited withdrawal or commuta- 
tion be included in the agreement.” 


Mr. Thoré said the requirement that 
the interest or instalment payments 
must commence within 13 months after 
the decedent’s death has aroused con- 
cern as to the status of the marital 
deduction if, for one reason or another, 
the first payment is not actually made 
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until after the expiration of the statu- 
tory period. This could happen in case 
of delay in filing proof, disappearance of 
the insured, or litigation regarding lia- 
bility, etc. The congressional reports, 
he said, seem to provide a satisfactory 
answer to this question: “In order to 
qualify for a marital deduction the re- 
quirements of section 812(e)(1)('G) 
must be met by the terms of the con- 
tract, viewed as of the date of the de- 
cedent’s death.” 

It follows that if, on the date of the 
decedent’s death, the contract provides 
that the first payment is payable within 
13 months after such death, a delay in 
the actual payment would be immate- 
rial. Contracts and settlement agree- 
ments should be examined, however, to 
determine whether the payment clauses 
violate this requirement. ; 

“The settlement options in the policies 
of some companies provide that the first 
payment will be due on the date proof 
is filed,” said Mr. Thoré. “If the origi- 
nal beneficiary is not alive on the date 
proof is filed, settlement is made with 
the contingent beneficiary. This creates 
a remainder payee terminable interest, 
and the question arises as to whether the 
marital deduction would be available. 
If, under the terms of the settlement 
agreement, the surviving spouse was 
granted a qualifying power of appoint- 
ment, exercisable on and after the death 
of the decedent, such a power would 
seem to satisfy the requirements of sub- 
paragraph (G), since it would be exer- 
cisable in all events. 


NEED BROAD POWER 


“Should the surviving .spouse die be- 
fore proof is furnished the proceeds 
probably would be included in her es- 
tate because she had the power to 
appoint such proceeds. In the drafting 
of such a power care must be exercised, 
however, to make certain that it is suffi- 
ciently broad to meet the requirements 
of subparagraph (G) during the period 
between the death of the decedent and 
the furnishing of proof. Assuming a sat- 
isfactory power, there remains the more 
difficult question as to whether the pay- 
ment of the first instalment upon the 
furnishing of proof satisfies the 13 
months’ limitation of subparagraph (G). 
Some doubt has been expressed as to 
whether an agreement to pay the first 
instalment on the furnishing of proof 
would satisfy a strict construction of 
subparagraph (G), and until regulations 
are issued, it might be desirable to avoid 
such an arrangement.” 

Recalling that a power of appoint- 
ment must be exercisable “in all events,” 
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Mr. Thoré said that according to the 
Senate report, a power which will 
terminate on a certain date, or at the 
death of the surviving spouse, which. 
ever occurs first, does not meet the re. 
quirements of subparagraph (G), While 
the contract provisions are viewed as of 
the date of the decedent’s death, if the 
power of appointment contained in such 
contract will terminate upon the hap- 
pening of a contingency other than the 
spouse’s death, it is not exercisable “jn 
all events.” 

“Suppose that the wife possesses a 
power to appoint to herself which ter. 
minates on a fixed date, and there. 
after she has the power to appoint to her 
estate,’ said Mr. Thoré. “Such an ar- 
rangement might be desirable where in- 
surance proceeds are left with the insur- 
er at interest until a fixed date and then 
are payable as an annuity with a period 
certain. During the time interest’ js 
paid, the spouse might be granted the 
unlimited power to withdraw all of the 
proceeds. When the annuity commences, 
she could be given the power to ap. 
point to her estate. This plan does not 
appear to violate the philosophy of the 
power of appointment subparagraph, but 
it does not exactly fit its language. Al- 
lowance of the deduction under such an 
arrangement could be sustained if the 
words ‘in all events’ were construed to 
mean that, during any period, at least 
one of the qualifying powers must be 
exercisable. 


Two Problems Are Created 


“The requirement that the powers 
under subparagraph (G) must be exer- 
cisable by the surviving spouse ‘in all 
events’ creates two problems. Some 
settlement contracts provide that the 
beneficiary may withdraw the principal 
only on an ‘interest due date.’ For ex- 
ample, if interest is payable annually, 
the wife would not be permitted to exer- 
cise her power until the end of the in- 
terest year, in which case the marital 
deduction might be disallowed on the 
theory that the power was not exercis- 
able ‘in all events.’ 

“The other problem arises in connec- 
tion with contract provisions which give 
the insurer the right to defer for a 
period not exceeding six months (or for 
the maximum period permitted by law 
if such maximum period is less than six 
months) the granting of a request for 
withdrawal of principal or commutation 
of instalments. If the provision simply 
defers the payment of the principal, the 
marital deduction should not be jeopar- 
dized, but if the provision is worded so 
as to create a notice requirement as a 
condition to the granting of the request 
for withdrawal or commutation the free 
exercise of the power of appointment 
would be restricted. The latter type of 
clause is seldom used in current prac- 
tice, but in some of the older contracts 
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Manager Hitchcock Dies 


AINSWORTH, NEB.—Frank UH. 
Hitchcock, district manager of Modern 
Woodmen, a rancher here, died. He 
had won several special production 
awards from the society, including a trip 
to New Orleans in 1947. His latest 
award was a trip to Land-o’-Lakes, Wis- 
consin, for which he was first in Ne- 
braska to qualify but which he did not 
live to make. He was a veteran of the 
other war and was a miner in the west- 
ern United States at one time. 











Dr. Herbert Kennedy, medical direc- 
tor of Woodmen of the World Life, 
Omaha, former draft board chairman 
there, got tired of looking at the long 
line of young men waiting in front of 
the Douglas county courthouse Sept. 1, 
across the street from his office. He 
briefed 10 of his best office workers 
and marched them over to the court- 
house. They secured 10 tables and 
went to work as voluntary draft regis- 
trars. Within three hours the line had 
disappeared. 
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the power of withdrawal was condi- 
toned upon the furnishing of a time 
notice. This situation illustrates the im- 
ortance of examining all settlement 
contracts and options before adding such 
a power of appointment. ; 

Mr. Thoré said that another question, 
which it is hoped the regulations will 
resolve, is whether the proceeds of a 
single insurance contract can be split 
into two parts, with one part payable 
under an agreement which would qualify 
jor the marital deduction, and the other 
under an agreement which would not 
qualify. For example, half of the pro- 
ceeds might be left under a deferred set- 
tlement agreement qualifying under sub- 
paragraph (G) and the other half under 
4 non-qualifying agreement for the ben- 
eft of children. When the amendment 
to subparagraph ('G) was drafted, it was 
recommended that the words “any con- 
tract supplemental thereto” be inserted 
after the first reference to life insur- 





A JUVENILE'S 
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We are letting a juvenile 
member of Royal Neighbors of 
America write this advertise- 
ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 
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and a free health service.” 
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ance, endowment, and annuity con- 
tracts. Among other results this might 
have given recognition to the possibility 
of having two or more agreements under 
a single policy or contract. The recom- 
mendation was not adopted and hence it 
might be assumed this is a matter which 
will be covered by regulation. 

Under the philosophy of the marital 
deduction there should be no doubt that 
where several supplemental agreements 
are employed, or where, under a single 
agreement the proceeds are separated 
into distinct parts, each supplemental 
agreement or division of proceeds should 
stand on its own, said Mr. Thoré. The 
term “interest in property” as used in 
section 812(e) refers to the extent or 
the quantum of ownership. The amend- 
ed subparagraph (G) deals with an 
“interest in property passing from the 
decedent consisting of proceeds under a 
life insurance, endowment or annuity 
contract . ” Applying the accepted 
definition of “interest in property,” it 
seems quite patent, he said, that the sec- 
tion contemplates that where proceeds 
of a contract are divided, each part will 
constitute an interest in property en- 
titled to qualify for the relief available 
under subparagraph (G.) 

“The regulations undoubtedly will 
cover this point and it is anticipated that 
the conclusions expressed herein will be 
confirmed,” he said. 


How Much Qualifies 


Another interesting question discussed 
by Mr. Thoré involved the problem of 
calculating the marital deduction where 
only part of the policy proceeds is in- 
cludible in the insured’s gross estate. 
For instance, the proceeds of a $100,000 
policy taken out prior to Jan. 10, 1941, 
without retention by the insured of any 
incidents of ownership, are includible in 
his gross estate only in the proportion 
that premiums were paid by the insured 
after January 10, 1941. Suppose that this 
results in inclusion in the insured’s gross 
estate of $60,000 and that only one-half 
of the full policy proceeds ($50,000) 
qualifies for the marital deduction. Will 
the marital deduction be $50,000, i.e., 
one-half of the fully policy proceeds—or 
only $30,000, i.e. one-half of that por- 
tion of the policy proceeds included in 
the gross estate? <A case like this is apt 
to arise whenever the surviving spouse’s 
power of withdrawal is limited to a fixed 
percentage of the proceeds so as to qual- 
ify only a part of the proceeds of a 
policy transferred in the manner de- 
scribed above. 

If, at the date of a decedent’s death, 
the proceeds of a policy are payable to 
the surviving spouse in a single sum, 
some companies will permit a beneficiary 
who elects an optional settlement to 
name contingent payees to receive any 
remaining instalments in the event of 
her death. Other companies require that 
any residue be paid to the estate of the 
beneficiary making the election. Under 
either of these elective arrangements the 
marital deduction should be available, 
Mr. Thoré said. Viewed as of the date 
of the decedent’s death, the surviving 
spouse is entitled to the entire proceeds 
of the policy, and her election to re- 
ceive the proceeds under a settlement 
option does not have any bearing upon 
the tax situation. 


Possible Loss of Exemption 


“The thought has been expressed, 
however, that the marital deduction 
might be lost should the surviving 
spouse elect a settlement plan which, if 
elected by the decedent, would not have 
qualified,’ he said. “For example, if the 
settlement agreement consummated by 
the wife provided that upon her death 
unpaid annual instalments should be 
paid to X, a remainder payee terminable 
interest would be introduced ynless, of 
course, the surviving spouse reserved a 
power of appointment which would sat- 
isfy the requirements of subparagraph 
(G.) It has been suggested that such 
an election on the part of the surviving 
spouse might be analagous to the case 
in which a surviving spouse may elect a 
fee interest under the local law in lieu 
of a terminable interest bequeathed to 
her under the will of the decedent. 

“In the latter situation, the Senate re- 
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port explains that the marital deduction 
would not be available, even though the 
surviving spouse could have elected to 
receive a fee interest in property which 
qualified for the deduction. While there 
- is some similarity between such a right 
of election and the election of a set- 
tlement option under an insurance con- 
tract, basically they are clearly distin- 
guishable. In the case of the bequest, 
the surviving spouse’s election is lim- 
ited to a choice between two interests, 
the one bequeathed being a non-quali- 
fying interest. In the case of settlement 
option election, the surviving spouse has 
received a qualifying interest from the 
decedent. Her choice is not between two 
distinct property interests as in the 
case of the bequest, but rather her elec- 
tion constitutes a purchase of a deferred 
settlement agreement. 
“Viewed as of the date of the dece- 
dent’s death, her interest is not termin- 
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able. For these reasons, the suggestion 
that beneficiary elections might retro- 
actively destroy the marital deduction 
cannot be reconciled with the funda- 
mental philosophy of the 1948 revenue 
act, and it is anticipated that the regu- 
lations will not give recognition to it.” 


Property Previously Taxed 


Mr. Thoré pointed out that the mari- 
tal deduction concept hinges on the gen- 
eral principle that an interest in property 
entitled to the deduction will be taxable 
in the gross estate of the surviving 
spouse. In order to carry out this prin- 
ciple, it was necessary to amend sec- 
tion 812(c) of the code, which under 
certain conditions permitted a deduction 
in the case of property previously taxed. 
The amendment provides that the de- 
duction heretofore permitted under sec- 
tion 812(c) is disallowed to the estate 
of a surviving spouse with respect to 
three types of property: If dies 
after Dec. 31, 1947, no deduction can be 
taken by the wife’s estate with re- 
spect to property the husband left to the 
wife; in the case of a gift of property 
by a husband to his wife after the date 
of enactment of the act, the wife’s estate 
will not be allowed a deduction with re- 
spect to such transferred property; if 
the wife receives property from her hus- 
band with respect to which no deduction 
for property previously taxed would be 
allowed, but exchanges it for property 
entitled to such deduction, the property 
thus acquired through exchange would 
not be entitled to the deduction. 

With respect to these categories of 
property the deduction for property pre- 
viously taxed is disallowed irrespective 
of whether the property involved was 
entitled to a marital deduction, said Mr. 
Thoré, adding that life insurance pro- 
ceeds, like other forms of property, are 
exposed to serious estate tax conse- 
quences as a result of the loss of the 
deduction for property previously taxed 
if both spouses die after Dec. 31, 1947, 
within a period of five years. The de- 
duction is still available if one spouse 
died prior to that date. The deduction 
on account of a gift tax paid prior to 
the enactment of the act has little sig- 
nificance because there have been rela- 
tively few gifts of life insurance during 
the past five years. 


Estate Planning 


The net savings in estate taxes as a 
result of the new act generally will be 
the difference between the reduction in 
the tax on the husband’s estate and the 
increase in the tax on the wife’s es- 
tate, Mr. Thoré said. If the difference 
is invested, the interest increment (less 
the estate tax on the increment) rep- 
resents additional savings. Moreover, 
the rate at which and the probable man- 
ner in which the surviving spouse will 
consume the estate left to her must be 
taken into consideration. In estimating 
net savings, the life expectancy of the 
surviving spouse is highly important. 
The effect of these and many other vari- 
ables further complicate estate planning, 
and life insurance estates do not escape 
the considerable amount of arithmetic 
involved. 


Million Dollar Round Table 
at New Peak: 829 


(CONTINUED FROM PAGE 1) 


Vermont, New Canaan, Conn.; Kelly, I. 
Austin, III, N. W. Mutual, New_York; 
Kibrick, Isaac S., N. Y. Life, Boston; 
King, Charles J., Mutual Benefit, Kansas 
City; King, Howell A., Occidental, Balti- 
more; King, Wallace H., Mutual Benefit, 

Ohio; Klein, Eugene M., N. W. 
, Cleveland; Kletz, Michael G., 
John Hancock, New York; Kramer, M. C., 
Union Central, Dallas. - 

Lauer, Jack, independent, Cincinnati; 
Laurent, Charles E., Manufacturers, Tor- 
onto; Law, Marc A., Mutual Benefit, Chi- 
Leeds, Stanley S., Equitable 

Los Angeles; Leete, Frederick 
D. N. W. Mutual, Indianapolis; Leith, 
Donald E., New England Mutual, New 
York; Lewallen, Alfred J., Mutual Bene- 
fit, Miami; Lillis, Edwin M., as 
Mutual, Erie, Pa.; Linder, Maurice, 
Travelers, New York; Lipscomb, James 
H., New England Mutual, Jacksonville; 
Litwack, Ned C., John Hancock, Newark; 
Lucas, George J., N. Y. Life, Sioux Falls, 


Ss. D. 
McColl, Harry A., N. Y. Life, Colorado 


Springs; McFarlane, Frank L., N. W. 
Mutual, Cleveland; McLean, James N., 
Penn Mutual, Jackson; McMartin, Willis 
F., N. W. Mutual, New York; McMaster, 
Fred A., Ohio National, Los Angeles; 
Madden, Louis E., Kansas City Life, Mil* 
waukee; Marks, David, Jr... New England 
Mutual, New York; Marx, David, Jr., 
Mass. Mutual, Atlanta; Mascotte, Leo C., 
Lincoln National, Fort Wayne; Matson, 
Max M., Mutual Benefit, Cleveland; 
Meadows, R. Clint, National of Vermont, 
Binghamton, N. Y.; Meeks, Jack N. 
W. Mutual, Columbus, O.; Meister, Louis, 
Mutual Life, Hartford; Miletti, Vincent 
A., N. W. Mutual, Newark; Mirsky, Leo 
P., New England Mutual, New York; 
Monroe, William B., Union Central, New 
Orleans; Montgomery, J. Renwick, Phoe- 
nex Mutual, Philadelphia; Moore, Elmer 
. N. Y. Life, Wichita; Morgenstern, 
Arthur S., Mutual Benefit, Seattle; Mos- 
ler, Henry G., Mass. Mutual, Beverly 
Hancock, Honolulu; Myrick, D. L., Great 
Hills; Mountcastle, William H., 
Southern, Lake Charles, La.; Neal, 
Howard, Occidental, Los Angeles; New- 
man, Lowell L., Penn Mutual, Fort 
Wayne; Newman, Robert C., independent, 
St. Louis; Norman, John E., National of 
Vermont, Miami; Ohl, Conant M., N. W 
Mutual, Toledo; Olsen, Francis R., N. W. 
Mutual, Minneapolis; Orput, Gordon D., 
New England Mutual, Portland, Ore.; 
Ostheimer, A. J., III, N. W. Mutual, Phila- 


delphia. 

Parris, George E., Bankers National, 
Philadelphia; Parsons, Harold S., Travel- 
ers, Los Angeles; Peck, Charles C., 


Canada Life, Toronto; Peebles, Hender- 
son L., N. W. Mutual, Charleston, W. Va.; 
Pejeau, Clarence E., Mass. Mutual, Cleve- 
land; Pfeil, John M., Equitable Society, 
Pittsburgh; Pitcher, Robert B., John 
Hancock, Boston; Poindexter, Richard G., 
N. W. Mutual, St. Louis; Polachek, Jules 
J.. New England Mutual, Pittsburgh; 
Post, C. Lamont, independent, New York; 
Prentiss, James H., Jr., New England 
Mutual, Chicago; Priebe, Arthur F., Penn 
Mutual, Rockford, Ill.; Ramsey, James F., 
Conn. Mutual, Chicago; Ranni, James G., 
Manhattan, New York; Redpath, Robert 


U., Jr.. N. W. Mutual, New York;. Reed, 
Fred G., independent, Chicago; Regen- 
stein, Harold L., Mass. Mutual, New 


York; Rice, Sidney, Fidelity Mutual, In- 
dianapolis; Richardson, Charles D., New 
England Mutual, Memphis; Riley, A. 
Everett, N. Y. Life, Kansas City; Roberts, 


e 

G. P., Mass. Mutual, Wheeling, w, Va: 
Robertson, Orlyn_N., Mutual Life, Santa 
Ana, Cal.; Rose, Harold C., New England 
Mutual, New York; Rothschild, Leon | 
N. W. Mutual, Los Angeles; Routson,’ 
, N. Y. Life, Los Angeles; Rut’ 

H. Ben., N. W. Mutual, Detroit, Mich ’ 
Salomon, Sidney, Jr., independent, g; 
Louis; Schaaff, Charles H., Mass. Mutual 
Rochester; Schultz, Harry R., Mutuaj 
Life, Chicago; Schumacher, Sherman 0 
Provident Mutual, Akron; Schwahn’ 
Herbert J., N. W. Mutual, Milwaukee: 
Schwinger, Lowell P., N. W. Mutuat 
Waterloo, Ia.; Scott, Martin I., Equitabi; 
Society, Los Angeles; Sekt, Ben H, y 
Y. Life, Sioux City, Ia.; Seys, Clifford 4” 
N. W. Mutual, Grand Rapids; Sheldon’ 
Roy H., Equitable of Iowa, Los Angeles: 
Sherman, C. Milton, N. W. Mutual, Tole. 
do; Shoul, Jacob W., Mutual Life, Boston. 
Simon, Lawrence E., Mass. Mutual, Ney 
York; Sims, Louis K., N. Life, Los 
Angeles; Slater, Max, Mass. Mutual,’ Bos. 
ton; Smith, Adon N., II, N. w. 1 
Smith, Alden H., Nw 


Taggart, Grant, California-Westerp 
States, Cowley, Wyo.; Terriberry, G. Gil- 
son, Mutual Benefit, New York: Todd 
John O., N. W. Mutual, Chicago; Trostle 
Wayne M., Mass. Mutual, Cleveland: 
Tuttle T. Westley, N. W. Mutual, ; 
waukee; Vail, Malcolm D., N. W. Mutual 
Chicago; Van Cleve, Hal, Mass. Mutual, 
Los Angeles; Walter, Julian D., N. w 


Mutual, Chattanooga; Warshawksy. 
David, Reliance, Cleveland; Watson’ 
Robert E., Occidental, San Francisco: 


Weil, Sidney, Mutual Benefit, Cincinnatj: 
Weiss, Charles H., New England Mutual 
New York; Wertheimer, Jerry, United 
Fidelity, Dallas; Widing, Theodore, 
Provident Mutual, Philadelphia; Willet, 
Lawrence, N. W. Mutual, Atlanta; Wolk- 
off, Harry K., Northwestern National, St. 
Paul; Wright, Harry T., Equitable 
Society, Chicago; Yoffee, Irvin, inde- 
pendent, Harrisburg; Zebley, Earl, inde- 
pendent, Wynnewood, Pa.; Zischke, Her- 
man A., Union Central, Chicago. 
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AND SPREADING OUT— 

As a result of the progress Postal Life & Casualty 
has made, we can offer real opportunities 
‘for men who are looking for a chance to 
develop their own agencies. 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 


Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 


-=_>ea- 


COMPLETE LIFE INSURANCE 
COVERAGES—AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 


--_> 6 = 
For Particulars Write Home Office 
159 North Dearborn St., Chicago, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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...on THE TRAVELERS side of the fence 


INSURANCE 
COMPANIES 


. 
Hartford 
Connecticut 





THE TRAVELERS AGENT represents America’s 
largest multiple-line insurance company, which offers 
many unique Life Insurance plans that pay well in com- 
mission dollars. TRAVELERS EMPLOYEE LIFE 
INSURANCE and TRAVELERS TRIPLE PRO- 
TECTION are two such outstanding best sellers. 


THE TRAVELERS AGENT has the backing of a 
continent-wide claim service well known for its fairness 
and promptness. 


THE TRAVELERS AGENT has access to a wide variety 
of sales aids, designed for every prospect or client. He 
also has the opportunity to attend sales-producing 
courses. 


IF YOU’VE never sold any of these unique Life Insur- 
ance plans, why not talk it over with your nearest 


TRAVELERS office. 


The Travelers Insurance Companies 
HARTFORD CONNECTICUT 
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571 Northwestern Mutual 


Agents Win the 
National Quality Award 


Th E Northwestern Mutual is proud of the 577 members of its Agency organization 
who won the National Quality award, sponsored by the Life Insurance Agency Man- 


agement Association and the National Association of Life Underwriters. 


The record of this group of Leaders is indeed noteworthy, We are especially proud 
of the fact that nearly 30%—161 agents—have achieved 100% persistency. All told, 
$471,967,000 of Northwestern Mutual insurance was exposed for the full two year 
period— 1946-47. Of this substantial amount, 99.7% was still in force at the end of 


this two year period. 


This type of policyholder-agent relationship helps the Northwestern Mutual excel | 


in that happiest of all business relationships... old customers coming back for more. 


The NORTHWESTERN MUTUAL Life Insurance Co. 


FOUNDED 1/857 ® MILWAUKEE, WISCONSIN 






































